








. a is vs 
two PARTS 








} LES. il 


TERE THt eee “AMEE DOUUOU EDEL LDL) 












SECTION I 

















vantes oot 









COCOA NT VPTTAD EET 

















New York and Chicago, Thursday, June 22, 1922 eines Soins tt Get 













me CVIII 
. humbet XXV 

















ee 
ee 


<> 


Another Record 


Broken 


NDICATIVE of the continued upbuilding of 


business conditions in Michigan, the Detroit 
Life Insurance Company reports $3,511,000 new 
business ‘written, during the first quarter of 1922. 


This compares with $2,452,000 during the 
similar period of 1921 and is an increase of $1,059,- 
000 or 43 per cent over last year. © 
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OPPORTUNITY 


for fire insurance stock salesman or 
promoter to market new issue 
($500,000) of established corporation. 
Will make attractive _ commission 
contract. Replies should give pre- 


vious history. Confidential, 


Box 10 
care of THE SPECTATOR 
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Detroit Fidelity 


and 


eu TTT TR 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 





Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 
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UP TO THE MINUTE! 
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The Reliance Life prides itself on always being strictly “‘up-to-the- 
minute.” 





From time to time we have pioneered various new features into the 
field of life insurance. 


Today as the product of years of experimentation we have to offer you: 














THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 


In it is combined full life and accident and health protection. Under a 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 


A policy containing the sulphitic features we have introduced gives you 
the something different” to talk to your prospects. 


It will stand the test of grilling competition—and come out victor. 
.ime has proved that. 
AND— ‘ 


Our agency contracts are more than liberal. 


How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 























~ 





Tux Spectator is published 


at the Postoffice, New York, N. 
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THE SPECTATOR 


established in 1868, is a weekly 
promoting the best interests of 
e of all kinds. The subscription 
se for the United States, Canada and Mexico is 
ond Dollars per annum, postage prepaid; to all for- 
vgn countries in the Postal Union, Five Dollars. 
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ITH this issue of THE SPECTATOR 
W we are including a second Sec- 
tion, which contains numerous articles, 
with illustrations, of particular interest to 
insurance managers and agents, on spe- 
cial lines of insurance. 





THE “HOUSING” INVESTIGATION 
NSURANCE company managers in 
| and about New York are pleased to 
learn that they will have some respite 
from the investigations of the Lockwood 
Legislative Committee on Housing, inas- 
much as Samuel Untermyer, the commit- 
tee’s counsel, has gone to Europe. On the 
last day of the committee’s sessions it was 
expected that Henry Evans, chairman of 
the board of the Continental, of New 
York, and its allied companies, would be 
awitness; but he was not called to the 
stand. However, he sent the committee 
a statement describing the methods of his 
companies’ directors in making invest- 
ments, which he requested should be in- 
cluded in the records of the committee. 
Mr. Untermyer again took occasion to 
ttiticise investments in stocks by fire in- 
surance companies, pointing out the losses 
incurred thereby of several companies, 
but was not interested in shrinkage in 
Value shown in bonds. One of the wit- 
nesses was Miles M. Dawson, the well- 
known actuary, who favors exclusive 
State fund insurance in workmen’s com- 
pensation business. At one point in his 
testimony he began a statenaent to Mr. 
Untetmyer by saying, “When you were 
itvestigating housing,” upon which Mr. 
Untermyer interrupted to assert that the 


committee was still investigating housing 
matters. Another witness who strongly 
favors exclusive State insurance was 
John H. O’Hanlon, a representative of 
labor interests. Mr. Untermyer again 
did some guessing on the savings to be 
effected for the public in connection with 
insurance. Several months ago he esti- 
mated that huge sums might be saved if 
the fire insurance business was run on a 
mutual basis, and he is now quoted as 
having estimated that, if all the States 
made workmen’s compensation insurance 
a State monopoly, there would be a sav- 
ing of between $150,000,000 and $200,- 
000,000 annually. Just how this is pos- 
sible is an interesting question. Omitting 
the premiums of State funds, the work- 
men’s compensation premiums in the 
United States in 1920, written by the stock 
companies, and most, if not all, of the 
mutual companies, aggregated about 
$173,000,000. A similar total is not yet 
available covering the year 1921; but it 
is believed that the workmen’s compensa- 
tion premiums last year declined quite 
materially from those of the preceding 
year. Assuming the mean amount of 
$175,000,000 as representing Mr. Unter- 
myer’s alleged possible saving, it means 
that the employers of the country would 
have no premium payments to make, 
while the State funds would pay all their 
losses under workmen’s compensation 
laws, which is an absurd conclusion. 


: | ‘HE importance of prompt settlements 
it 


1 workmen’s compensation, em- 
ployers’ liability and accident cases is il- 
lustrated by a recent incident. A young 
man was somewhat scratched on the face 
by a falling object, and he set up a claim 
for $500 for the injury, which, however, 
had not caused him more than a few 
hours’ loss of time from his work. In 
order to settle the case the adjuster was 
willing to pay $200; however, the man 
insisted on $500, and called, after the 
lapse of several days, upon the adjuster 
to discuss the matter. He then offered to 
split the difference between his claim and 





FEATURES IN THIS ISSUE 
Terminations by Surrender and Lapse 
Tables 
Untermyer Renews Insurance Prohe 
Taxicab Underwriting Pools Formed 
Insurance Decisions of Interest by H. B. 
Bradbury 











the adjuster’s offer, but the adjuster 
thought that $200 was a very liberal set- 
tlement. This the claimant refused, and 
went out saying that he would call again 
the following week. A few days later 
the adjuster learned that the young man 
had died from blood poisoning, due to 
the injury he had received. This incident 
well illustrates the importance of making 
prompt settlements. 





TERMINATIONS BY SURRENDER AND 
LAFPSE* 

HE tables presented herewith, show- 

ing the percentages of terminations 
by surrender and lapse of twenty-nine of 
the older life insurance companies of the 
United States reflect, to a great extent 
the post-war condition of the country. 
For we find that there is a higher lapse 
ratio attained by these companies in 1921 
than in any year since 1907. This indi- 
cates that many who realized the benefits 
derived from life insurance, and the 
necessity of its protection, were forced, 
through the lessening of their earning 
power or otherwise, to lapse their life in- 
surance. As the country returns to its 
normally prosperous condition, agents 
must bear in mind that every one of these 
former policyholders who were forced 
through financial stress to relinquish their 
policies are the most fruitful of pros- 
pects. 

While the combined ratio, as shown by 
the accompanying tables of terminations 
by surrender and lapse, was 6.35 per cent, 
it is a fact that it is much lower than that 
anticipated by close students of the busi- 
ness, as industrial, labor and farming 
conditions were at a standstill during 
1921. Only efficient and extensive educa- 
tional propaganda, undertaken by the life 
insurance companies with the object of 
showing the public the desirability of ob- 
taining and retaining high-grade life 
insurance protection, and the modern sell- 
ing methods of the life insurance agents 
in impressing upon the policyholders the 
increasing value of their life insurance 
policies, could succeed in keeping this 
ratio to such a low mark. 

Separate tables show the percentages 
of terminations of policies by surrender 
and by lapse for twenty years, with five- 
year averages and a total for the entire 
twenty years. The percentage of sur- 


* Copyright, 1922, by The Spectator Company, New 
fork. 
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Connecticut General. . 
Connecticut Mutual.. 
Equitable, New York.. 


| 
Equitable, Des Moines| 
Guardian, New York.. 
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Mutual of New York. 
Northwestern Mutual. 


Provident ie 7. 











Average (29 cos.)... 
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render to mean number of insurance poli- 
cjes in force was, for the year 1921, 1.42 
per cent, which was lower than the aver- 
age for the entire twenty years, 1.69 per 
cent. In 1909 the surrender rate was 
2.34 per cent. The rate of terminations 
py lapse for the year 1921 was 4.93 per 
pe’ which is a considerable decrease 
‘rom the lapse rate of 1906, 6.91 per cent. 
Percentages in the tables herewith are 
obtained by dividing the number of poli- 
cies terminated by the causes named, by 
the mean number in force in each of the 
twenty years, 1920 to 1921 inclusive, as 
shown by the statements of the companies 
to the various insurance departments. 

It must be borne in mind that this table 
considers only the ordinary business of 
the companies. The three companies 
which transact industrial as well as 
ordinary business include with their 
ordinary policies their intermediate busi- 
ness, These policies being for smaller 
amounts experienced a much higher lapse 
rate than regular ordinary policies; fur- 
ther, the number of policies involved be- 
ing much greater has the effect of in- 
creasing the lapse ratio for the entire 
group of companies. Group insurance is 
aso excluded from the records of those 
companies transacting this class of busi- 
ness. 

It should be further noted, in compar- 
ing various rates, that terminations by 
lapse arise principally from policies less 
than three years in force; hence a rapidly 
growing company is likely to show a high 
lapse rate. 





To Check Freight Thefts 

Wasutncton, D. C., June 19.—The insurance 
industry will be benefited by enactment of legis- 
lation already passed by the House of Repre- 
sentatives and now before the Senate to put 
an end to the constantly increasing volume of 
treight robberies. The bill passed by the 
House provides that the waybill of a ship- 
ment is to be considered prima facie evidence 
of the places from and to which it was made. 
Enactment of this legislation, it is stated, 
will greatly expedite the handling of freight 
robbery cases in the courts. Under the pres- 
tt law, it is incumbent upon the Government 
0 prove the character of the shipment, step 
ly step, from its origin to its destination. Much 
ime will be saved and expense avoided by the 
adoption of this bill, and it is expected also 
‘0 lessen the number of cases, the knowledge 
of more Speedy conviction acting as a deter- 
tent to would-be car robbers. 

Insurance men will find matter of consider- 
able interest in a report on “Dust Explosions” 


just issued by the Department of Agriculture 
and embodying the results of seven years of 
investigation into the subject. The actual pub- 
lication of the book is to be undertaken by the 
National Fire Protection Association of 
Boston. Much of its value will lie in the fact 
that there is now but little literature available 
on this important subject. 

While the report is of value to manufacturers 
in dust-producing industries, mines, etc., fire 
and accident insurance companies, inspection 
departments and engineers will also be inter- 
ested. Tables accompanying the report show 
that there are about 21,000 manufacturing 
plants in this country in which combustible 
dust is an unavoidable by-product. These fac- 
tories, always under the menace of loss through 
dust explosions, annually turn out products to 
the value of nearly seven billion dollars. Many 
explosions have occurred in such plants, the 
experts of the department investigating many 
such cases. 


Would Pay Government Insurance Benefits 
in Lump Sum 

WASHINGTON, June 20.—A bill providing for 
the payment of Government term insurance in a 
lump sum instead of in monthly instalments 
has been introduced in the House of Repre- 
sentatives by Congressman Vaile of Colorado. 
The measure provides for the issuance to bene- 
ficiaries of war risk insurance of Government 
bonds bearing coupons, each equal to one 
monthly instalment, and bearing as many cou- 
pons as monthly instalments remaining unpaid. 
It would be necessary, however, for persons 
desiring this form of payment to show before 
courts of competent jurisdiction that they would 
be benefited by the change. 

It is estimated that approximately 150,000 
persons are receiving monthly payments of war 
risk insurance and that two-thirds or more 
would convert their payments into bonds, which 
they could dispose of to banks. It is claimed 
that the banks would take them at a small dis- 
count, that the beneficiary thus could secure 
payment in one sum of all insurance due, and 
that the force at the Veterans Bureau could be 
materially reduced. 


—The Guaranty Casualty Company of New York 
is the name of a new company in the process of or- 
ganization. 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 











Two-Republics Life Appoints Agent 

With the appointment of A. Ferguson as gen- 
eral agent of the Two-Republics Life Insurance 
Company of El Paso for Dallas and Ft. Worth, 
with headquarters at Dallas, the Two-Republics 
Life Insurance Company expects to develop that 
section of Texas on an extensive basis. Mr. 
Ferguson has a record for being a substantial 
producer and is also especially qualified as an 
organizer of men. It is expected that within 
the next twelve months the Dallas agency will 
be one of the important general agencies in 
Texas. 


Insuring Your Insurance 
“Insuring Your Insurance is bang-up litera- 
ture. We frankly admit that it is about the 
best article of the kind we have ever read.”— 
Cox & Hughes. 


“Business Insurance” 
“This book, by Lindsay, is the best thing I 
have found and has given me many excellent 
ideas.’—Roscoe C. Squier. 


—E. H. Burke is now president of the Niagara Life 
of Buffalo and A. R. Moloney is its secretary. 





rights. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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MY NEIGHBOR’S HYACINTH S 


“‘My neighbor has hyacinths; 1 have none. 1 intended to have some. 1 kept saying all the fall: ‘I am going to bring home about 
two dozen hyacinth bulbs some day and plant them along the border when the other flowers are gone.’ But it wasa warm, late fal] 
and 1 feared the bulbs would begin to grow, so 1 delayed getting them. Then there came a long, cold rain and a sudden freeze up— 
and it was too late. My neighbor planted his at the proper time; so he has hyacinths. There isn’t another flower in sight; the earth 
is bare and brown; but up from it have sprung, almost in a single night, these lovely racemes of clustered stars,—white, pink, purple,— 
purity, life, luxury. The odor of hyacinths is strongest at about eleven o’clock in the evening. : Z 

“My neighbor’s hyacinths have taught me a lesson—several lessons. The first is, if you want hyacinths you must—must—must 
plant the bulbs at the proper time. Excuses do not make good anybody’s neglect of anything. Never! The second lesson is that hya- 
cinths bloom when there is a dearth of other flowers. They are not hot-house plants; all they need is to be planted at the proper aes 
The snow may cover them, but with the first warm days of spring, when the earth is still cold and bare, the hyacinths awaken and fill 
the ogee“ with beauty and the air with perfume. They herald the Spring while other flowers are asleep; their fragrance is strongest 
in the night. 

: ‘“‘l am a life insurance agent, and my neighbor’s hyacinths have taught me an insurance lesson. It is not a new lesson—I knew 
_ it before—it is an old lesson newly impressed and made more vivid. Especially now, while the voices of spring are calling upon every 
one to plant something, 1 feel more keenly than ever that life insurance has its proper season and that this proper season may pass in a 
night. The life insurance season is not indicated by the almanac, but any man may know when it is—#t is when he has good health and 
alittle money. 1t may last for years; it may end any day. And when it ends excuses are of no avail. There will be no life insurance policy 
payable when you die unless you get the policy when you can. My neighbor has hyacinths. 1 have none—because 1 failed to plant the 
bulbs. lt is all my fault. 
; “The life insurance policy matures at death,—when other investments are more likely to shrink in value than to increase and when 
income from labor is cut off; it brings the fragrance of a prudent and undying love in that darkest of nights that ever comes to a widowed 
mother. 1 shall never smell the perfume of a hyacinth again without thinking of a life insurance policy, and when 1 need a spur in my 
work I say: ‘My neighbor has hyacinths. 1 have none; and it’s all my fault’.” 


From the letter of an agent of the NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President. 
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policies. 


Clarence J. Daly, President DENVER, COLORADO 


Service of Quali o Policyholdere 
EXCELLENT OPPORTUNITY <conncnaall Cantibalian ae tnmeeanitaien 


e, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 





CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 





desired. 


Write for information relative to open territory. Have two 
or three agencies with business established where change is 
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of the new business issued by The Northwestern Mutual Life 
Insurance Company in 1921 was upon applications of mem= 
bers previously insured in the Company. 


Its Policyholders Repeat . . 
The assignable cause for this is found in the Northwestern Berkshire Life Insurance 


business policy of 


Careful Selection Purely American ( 
No Foreign Business Purely Mutual ompany 


Insuring Only Males No Brokerage 

Low Death Rate No Rebating ° ° 

Safe Investments No Twisting | Pittsfield, es Mass. 
Efficient Management Civil Service for Agents | 

Liberal Policy Contracts Clean Business Methods 

Low Expenses Low Net Cost 


Durine this long span of years 


the Company has maintained a high 


reputation for fair and honorable 
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dealing with policyholders and agents. 





The Policyholders’ Company 
. WILLIAM D. WY x NFIELD S. WELD. 
The Northwestern Mutual Life Insurance Company << 


of Milwaukee, Wisconsin 
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| AROUND THE CAPITAL 





News of Indirect Interest to the In- 
, ' surance Fraternity 





pASSPORT REGULATIONS MODIFIED 





Alien Custodian Not to Return Holdings of 
Swiss National Insurance Company 

Wasuincton, D. C., June 19.—Representa- 
tive Ellis of Missouri has introduced a bill, 
giving a period of six months within which 
cimants against the Bureau of Internal Rev- 
enue for the refund of taxes erroneously col- 
lected from certain estates under the law of 
198 can have their cases reopened. 

The Treasury Department, it is said, made 
certain erroneous interpretations of the 1808 
law and the statute of limitations has run, shut- 
ting out a large number of cases. It has been 
shown to the committee on claims that some 
of the cases should be given further considera- 
tion, and this bill seeks to overcome the legal 
obstruction. 

x ok Ox 

Passport regulations have been greatly 
simplified by the State Department as a result 
of relaxations which have recently been an- 
nounced by foreign governments. Holders of 
passports issued since July 3, 1918, hereafter 
will require no further identification in obtain- 
ing passports to any part of the world. 

The requirements of documentary evidence 
as to the purpose of the intended trip have also 
been withdrawn, and Americans seeking pass- 
ports need only state their business in general 
terms in making application. It is indicated at 
the department that were it not that other gov- 
ermments still demand that passports be carried 
by foreigners visiting their countries the Amer- 
ican passport regulations would be entirely an- 
nulled. 

* * x 


The Alien Property Custodian will not be 
required to return stocks and bonds valued at 
$1,000,000, claimed by the Swiss National In- 
surance Company, according to a decision by 
Justice Baiiey of the District of Columbia 
Supreme Court. 

The Government contended that the Swiss 
company opened offices in New York and trans- 
acted business with Germany after the United 
States had entered the war. 

The insurance company has appealed the case 
to the Court of Appeals. 


Missouri State Life Makes 10 Per Cent 
Gain 
Ss. Louis, Mo., June 19.—The May business 
tthe Missouri State Life Insurance Company 
showed an increase of more than $1,000,000, or 
fen ber cent, over the business for May, 1921, 
‘eording to a statement made by T. EF, 
Lawrence, Vice-president of the company. This 
werement of the agency forces in one month 
eel return of general business 
bane ee the country, for this busi- 
‘ie - confined to any one territory or class, 
combined total of all business secured 


in the thirty-nine ¢ : 
the thirty-nine States in which the company 
Operates, 


Statistics of Fraternal Societies, 1922 

The 1922 edition of Statistics of Fraternal 
Societies has been issued. This work gives in 
concise form a variety of data, including date 
of organization, names of officers, rates, plans, 
cost of management, mortality, membership 
and financial standing, etc., of the leading fra- 
ternal societies operating in the United States. 

Details presented in the work include cost 
of management, total and per capita; deaths per 
thousand members; average age; number of as- 
sessments; amount collected per thousand dol- 
lars; death benefits paid; insurance in force; 
number of members and lodges; cost of join- 
ing; assets; liabilities; jurisdictions, and special 
features of practically all societies. A number 
of mortality tables are given, including the Na- 
tional Fraternal Congress Table. This book 
embraces two hundred and thirty-six pages of 
condensed information and sells at $1.25 in flex- 
ible binding and $1.00 in manila, shipment pre- 
paid. Copies of this work may be ordered 
through The Spectator Company. 


Utah Life Underwriters Elect New Officers 

Sat LAKE City, UTAu, June 19.—William 
A. Carter, manager of the Penn Mutual here, 
has been elected president of the Utah Life 
Underwriters Association. Mr. Carter formerly 
acted as secretary. Major S. M. Parker and 
T. A. Robertson were elected vice-president ; 
Jay E. Johnson, secretary, and Burt H. Hunt, 


Barrett, George D. Alder, W. 
Duncan, C. D. Kipp and 
Elmer A. Ricker, all prominent life men, were 


treasurer. C. F. 
IE. Lawson, Geo. F. 


chosen members of the executive committee. 


The Cost of Dying 
“T have handled quite a few pamphlets en- 
titled ‘The Cost of Dying,’ and do not hesi- 
tate to say that they have been worth many, 
many hundred times their cost.”—/J, H. Gaddy, 
agency director, Great Southern Life Insurance 
Company. 


The Life Agents Brief 
“This little work, along with the Life In- 
surance Policyholders’ Pocket Index, and the 
Handy Guide to Premium Rates, Applications 
and Policies, is precious in our field work.” 


—A. S. Beique. 


Federal Life Agents to Meet August 19 

The annual meetings of the Federal Life Club 
of Chicago and the Inner Circle will be held 
Saturday, August 19, and Monday, August 21. 


Ward, Gruver & Co., 20 Broad street, New 
York, succeed to the stock, bond and invest- 
ment business of Keen & Ward. The new firm 
consists of Sidney F. Ward, Esdras L. Gruver, 
Charles R. Vogel and F. Leigh Richmond, Jr. 
The firm is a New York Stock Exchange 
House. 











in handling mortgage loans. 








Modern Methods and Your Mortgage Loans 


Present day business practice demands your use of every 
modern device for saving time or money. Leading insur- 
ance companies are using our service to eliminate high costs 


Re-examination of abstracts and other expensive investiga- 
tions are dispensable if you use our 


National Title Insurance Policies 
on Farm Mortgage Loans 


We insure titles anywhere in the United States. 


Ask for Our Special Booklet 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 

















“SECURE AS THE BEDROCK OF NEW YORK” 


$5,000,000 
Affiliated with the 
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RADIO HAZARD 


National Board of Underwriters Sug- 
gest Changes in Electric Code 


DANGER OF LIGHTNING CURRENTS 





o Impress Amateurs with Necessity 
of Taking Precautions 

With the rapid spread of radio-telephony and 
the installation of amateur receiving and, some- 
times, transmitting, sets in homes, the fire haz- 
ard aspect has claimed the attention of the 
National Board of Fire Underwriters, who in 
a recent statement directed consideration of the 


Aim t 


fre chances of the radio. 

“No longer ago than last November,” said the 
Board in a statement, “only a few thousand fe- 
ceiving sets were in operation. These were ex- 
perimental affairs—playthings—almost exclu- 
sively of the younger generation. Lack- 
ing authoritative instruction, these sets were, 
and still are, largely installed in many different 
ways, every amateur setting up his antenna ac- 
cording to his individual knowledge. More- 
over, but slight regard was paid to the hazards 
incident to installation, especially the danger 
of fre arising from the attraction of lightning.” 

The Board further said: 


” 





Along with the astounding growth of interest 
in the subject, therefore, has come a genuine 
need for regulation, with a view to removing 
such dangers as exist and so to standardize the 
installation that the spread of radio for utili- 
tarian, educational and entertainment purposes 
may further continue—with a maximum of effi- 
ciency and safety. 

It was perhaps natural, considering the re- 
markably short time in which interest in the 
subject has grown, that the potential fire hazard 
should be ignored or overlooked by the public. 
Even where some realization of possible danger 
has existed, inquiries have been met for the 
most part with misinformation, unintentional 
though it may be, but none the less harmful. 

Among the legion of writers on radio, a few 
have, indeed, consulted the current edition of 
the National Electric Code, prepared by the 
National Fire Protection Association and ap- 
proved and passed by the National Board of 
Fire Underwriters. But these requirements, 
promulgated in 1920, were based largely upon 
the hazards incident to the equipment of wire- 
less telegraph transmitting stations where an- 
tennae of considerable height and length were 
used and where the hazard of high potential 
equipment had to be taken into account. In 
1920 the wireless telephone had not really begun 
to be domesticated. 


The fire authorities reported that one of the 
chief dangers of fire was in the inclination of 


with lighting currents 
The under- 
short time ago three 
death at Aiken, S. C., 
in a fire that resulted from a short circuit in a 
radio transformer. Over in New Jersey, as 
another example of danger, they reported how a 
boy had carelessly crossed the leads from a 


amateurs to experiment 


and other high-voltage systems. 
writers recalled that a 


children were burned to 


storage battery and started a fire that, happily, 
was put out before loss of life resulted. 

Due to the need for amendment of the Na- 
tional Electric Code, in order to properly cover 
the amateur receiver, tentative changes in the 
code have been drawn up. A special committee 
of the National Fire Protective Association 
drew up the suggested changes, aided by engi- 
neers acting for the American Radio Relay 
League, American Telephone and Telegraph 
Company, Radio Corporation of America, and 
the Independent Telephone Association. The 
suggested specifications to Rule 86 of the code 
covering receiving stations follow: 


Antennae outside of buildings shall not cross 
over or under electric light or power wires of 
any circuit of more than 600 volts, or railway 
trolley or feeder wires, nor shall they be so 
located that a failure of either antennae or of 
the above-mentioned electric light or power 
wires can result in a contract between the an- 
tennae and such electric light or power wires. 

Antennae shall be constructed and installed 
in a strong and durable manner and shall be 
so located as to prevent accidental contact with 
light and power wires by sagging or swinging. 
Splices and joints in the antenna span, unless 
made with approved clamps or splicing devices, 
shall not come nearer than four (4) inches to 
buildings are not covered by the above specifica- 
tions. 

Lead-in wires shall be of copper, approved 
copper-clad steel or other approved metal which 
will not corrode excessively, and in no case shall 
they be smaller than No. 14 B. & S. gauge, ex- 
cept that approved copper-clad steel_not less 
than No. 17 B. & S. gauge may be used. 

Lead-in wires on the outside of buildings 
shall not come nearer than four (4) inches to 
electric light and power wires unless separated 
therefrom by a continuous and firmly fixed non- 
conductor that will maintain permanent separa- 
tion. The non-conductor shall be in addition to 
any insulation on the wire. Lead-in wires shall 
enter building through a non-combustible, non- 
absorptive insulating bushing. 

Each lead-in wire shall be provided with an 
approved protective device properly connected 
and located (inside or outside the building) as 
near as practicable to the point where the wire 
enters the building. The protector shall not be 
placed in the immediate vicinity of easily ig- 
nitible stuff, or where exposed to inflammable 
gases, or dust, or flying of combustible ma- 
terials. 


The protective device shall be in approved 
lightning arrester which will operate at a poten- 
tial of five hundred (500) volts or less. The 
use of an antennae grounding switch is desir- 
able, but does not obviate the necessity for the 
approved protective device required in this 
section. The antenna grounding switch, if in- 
stalled, shall, in its closed position, form a 
shunt around the protective device. 


CHICAGO AND THE WEST 
L. S. Isham Dies.—L. S. Isham, an ad- 
juster in and around the Chicago territory for 
a number of years, died at the Englewood hos- 
pital last week following an operation for 
appendicitis. Interment took place at Brooks- 
ton, Ind. 


Home Enlarges Office.—Owing to increas- 
ing business, the farm department of the Home 
Insurance Company at Chicago has taken the 
entire seventh floor of the Home Insurance 
building. 


Bureau Committees Appointed.—Presi- 
dent Yunker of the Western Insurance Bureau 
has announced the appointment of the following 
committees: Conference—Charles E. Sheldon, 
Benjamin Auerbach, H. A. Clark, G. R. Davies, 
A. F. James, Rawlings & Hewett, W. D. Wil- 
liams and C. H. Yunker. Executive—Neal 
sassett, Benjamin Auerbach, Waite Bliven, F. 
S. Danforth, G. R. Davies, F. M. Gund, Raw- 
lings & Hewett, E. G. Pieper, Charles E. Shel- 
don, W. D. Williams, William E. Wallaeger, 
C. H. Yunker and N. A. Weed. Large cities— 
Charles E. Sheldon, Neal Bassett and Robe 
Bird. 


Two Hartfords to Write Aviation Insurance 

The Hartford Fire Insurance Company and 
the Hartford Accident and Indemnity Company 
have announced their entrance into the aircraft 
insurance field and will issue coverage on ac- 
cidental damage, fire, personal accident, cargo, 
public liability, property damage, employers’ 
liability and compensation. H. Barber, well- 
known aviation expert, will act as underwriting 
expert. 


Homestead Fire Being Organized 
A new company, entitled the Homestead Fire 
Insurance Company, is in process of organiza- 
tion at Baltimore, with $250,000 capital and an 
initial surplus of $250,000. Richard Williams 
is to be president, Jacob Gross vice-president, 
and W. J. Seward treasurer. 


Liberty Mutual of 
to a stock company. 
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OME under the Caesars controlled no such empire as 

that which guarantees the security of Collins Farm 

Mortgages. This rich domain consists of Oklahoma, 
Texas, Arkansas, Louisiana, Kansas, New Mexico, and Colo- 
rado. And the F. B. Collins Investment Company operates 
only in the most carefully-selected sections of this wealthy 
district. 


bine weet t Back of every Collins Farm Mortgage is LAND. Oil wells 
years without the may be brought in, produce for a few months, and become 
lost of a cent of exhausted. Mines may pay for a time, then close down. 
principal orinterest | But land is eternal, and, as long as there are human beings 


to a single invest- the soil and its products will be in demand. 
or. 


A carefully-made farm mortgage is positively the safest in- 
vestment offered by the world today, next to government 
bonds. That is why some of the largest and most progressive 
insurance companies in the United States buy Collins Farm 
Mortgages. If you are interested in investments, it will pay 
you to write us for further information. 


One of a series of advertisements addressed 
to the insurance men of the United States. 
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RESUMES PROBE 





Lockwood Committee Again Delves 
Into Insurance 





METROPOLITAN’S HOUSING PLAN 





Untermyer Takes Up Investments and 


Workmen’s Compensation 


Before leaving for Europe on his vacation, 
Samuel Untermyer, counsel for the Lockwood 
Housing Committee, resumed his inquiry into 
the investments of fire insurance companies and 
heard a report by Walter L. Stabler, controller 
of the Metropolitan Life Insurance Company, 
regarding the steps taken by that company 
towards relieving the housing shortage by the 
construction of a number of apartment houses 
to be rented at $9 a room. The committee 
delved into insurance matters Thursday and 
Friday of last week and at 3 P. M. Friday ad- 
journed for the summer. 

Walter L. Stabler, controller of the Metro- 
politan Life Insurance Company, was called to 
the stand and questioned regarding the building 
program which it announced some months ago. 
Mr. Stabler told the committee that plans had 
been prepared and sites procured for the erec- 
tion of four blocks of apartment houses, one 
to be located in Astoria and the others in Long 
Island City. He said that the Metropolitan 
Life was prepared to carry through this under- 
taking, which will accommodate 1950 families, 
just as soon as it could purchase building mate- 
rials without paying an exorbitant price. He 
said the Metropolitan expected that the cost 
of these four blocks of apartment houses would 
be in the neighborhood of $7,000,000 and the 
contract for the work had been made with 
A. H. Irons & Sons. Mr. Untermyer, after 
concluding his cross-examination of the witness, 
stated that he wished to express the thanks 
of the committee for the co-operation of the 
Metropolitan Life Insurance Company. 

Following the testimony of Mr. Stabler, the 
investigation was diverted to the investments 
of fire insurance companies. Mr. Untermyer, 
before taking up this phase, said that his pur- 
pose was to show that officials of fire insurance 
companies have been buying stocks on behalf 
of their companies, getting a selling commis- 
sion, while the companies getting the stocks 
often suffered a heavy loss. Witnesses were 
called to the stand and questioned regarding 
the participation of insurance company officials 
in bank underwriting syndicates. Henry Evans 
Was questioned for a few minutes regarding the 
stock of Cuban sugar in which he was one of 
the underwriting managers. Henry Mendes, a 
former employee of the State Insurance Depart- 
ment, was questioned regarding data he had 
collected showing the investment of several 
New York insurance companies. Upon con- 
cluding, Mr. Untermyer declared that he would 
put a bill through the next session of the legis- 
lature regulating the supervision of investments 
of fire insurance companies if he had to stump 
mM every county of the State. 

Advocates of monopolistic State Fund to 
handle workmen's compensation insurance in 





this State were called to the stand to testify re- 
garding the possible advantages of a State Fund 
and the exclusion of stock insurance companies 
from the field. The witnesses included: Miles 
M. Dawson, prominent insurance lawyer and 
actuary, who proved to be a strong supporter 
of the State Fund plan, and John H. O’Hanlon, 
chairman of the executive committee of the 
New York State Federation of Labor. Mr. 
Dawson, who has studied the problems of 
workmen’s compensation for thirty years, said 
that he believed that the business, as it is a pub- 
lic matter, should not be carried on by private 
companies. Mr. O’Hanlon said that working 
men were not satisfied with the way stock com- 
panies conducted the business and declared that 
a State Fund similar to the fund in Ohio would 
mean an enormous saving to the pockets of 
employers and the public alike in this State. 
Asked why the State Fund received such a 





small portion of the total volume of business, 
Mr. O’Hanlon said that he thought it was due 
to the fact the stock companies have raised a 
cry of “Socialism” against the State Fund and 
many people think that by avoiding the State 
Fund they are fighting socialism. The witness 
said he thought that the claim of the stock com- 
panies that they give better service is not sub- 
stantiated and that a well-managed State Fund 
is far better than a well-managed stock insur- 


ance company. 


Lloyd-Thomas Company Takes Larger 
Quarters 
The Lloyd-Thomas Company, appraisers and 
engineers, have announced the change of east- 
ern headquarters from 75 Fulton street to the 
Equitable building, 120 Broadway, New York 
city. 
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To those who know what this 
picture symbolizes, it tells a story 
of fifty-nine years of eminently fair 


dealing, courageous perserverance, 


and steady and sturdy growth. 
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NOW READY 


DisTRBUTION pis! al isu 


BY STATES OF 


55% ek 
FIRE tnsuRANCE mI Ps cyehN* 


1922 
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Onpany 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1922 EDITION 


Shows 1921 Net Premiums Received and Net 
Losses Incurred in 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total 
Business are subdivided according to classes of com- 
panies as follows: 
STOCK COMPANIES, 
MUTUAL COMPANIES, 
LLOYDS and INTER=INSURERS 


Totals for 1921 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 
IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1921 
while the other summarizes the 
TRANSACTIONS OF 37 YEARS 

This valuable book of 330 pages is handsomely bound 

in leather, of a size to fit the pocket, and should find 

a place on the desk or in the grip of every managing 

underwriter and special agent. 


PRICE, $10. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 








MISSISSIPPI FIRE 
INSURANCE COMPANY 


Home Office 


JACKSON, MISSISSIPPI 


Statement of Assets and Liabilities 
April 30, 1922. 
(Ending First Fiscal Year) 





ASSETS 
J. Government Bonds icy tae bocc classe vores $238,400.00 
and Municipal. Bonds)... ...... 00.24. s<cetc 96,850.00 
BES EATBUC SSO 32 Sis ceive ace eg etal CoseR NL Sup eee 1,700.00 
Wollateraldooans 6.26.0 cieis ts ela aed we. ceao tie ees 1,800 00 
Mortgage Loans on Real Estate............... 261,352.66 
MC AGE Sete TRAINS 5,5 e505 Sere ceus oer onertetn aree ote eteneienee 115,512.93 
Wertitcates OL Deposit... « «6 seb Sains He aise ate 15,382.16 
PNGCOHEH: PRECEESE <5... fcc. ss0:5)o0cale aisle bos weiew ater ombouts 9,903 .99 
POntS ES AIAREES 3c. 6 5 soisiste eens ee 195,818 .50 
Due from Re-Insurance Companies............ 68,306 .00 
$1,005,026.24 
LIABILITIES 

IC ADILAES COCKS (a. 55615 sae en wctad ae snes eee $352,340 .00 
STE a) 1 a ae nein te ia ae ey eer eee es 203,833 .25 
Reserve for Unearned Premium............... 306,883 .08 
Due Re-insurance Companies................. 77,813 .61 
Reserve for Unadjusted Losses................ 64,156 30 
$1,005,026.24 
SERB ROESS ois 5 oocosc sce le pe $1,005,026.24 

Agency Net Premiums Written for Year 
Ending April 30, 1922..................... 1,231,261.59 

















“OUR BONDS GUARANTEE INTEGRITY" 


ALL CLASSES OF 


SURETY 
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CASUALTY 
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HEAD OFFICE : NEW YORK 























CHARLES H.HOLLAND 





PRESIDENT 
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‘25 A STREET IN THE RUINED SECTION OF 

.08 

. Arverne, L. I., Swept by $2,000,000 Fire 

ue One of the worst conflagrations experienced 

24 in the East occurred late last week at Arverne, 

24 L. L, where damage estimated at $2,000,000 
was caused by fire which started at the Hotel 

59 Nautilus by a lighted cigarette thrown care- 

Bel lessly on a shingle roof by a workman who was 

—— engaged in repairing it, according to the report 


of the fire marshal. More than two hundred 
buildings, including a railroad station, half a 
dozen hotels and a large number of bungalows 
were reduced to ruin. The diagram on this 
page shows the area which was laid waste by 
the flames, which were swept on by a high wind. 
As a result of the fire 20,000 persons were 
Although a large number of 
none were 


made homeless. 


persons received minor injuries 
fatally hurt. The rapid spread of the fire is 
blamed on the inadequate water pressure. 

| While a fairly large amount of insurance was 
| carried on the area destroyed no single com- 
pany was especially hard hit and none had 
liability greatly exceeding $50,000. 





—The Allied Taxi Owners Association has decided to 
| test the constitutionality of the law requiring taxicab 
| owners to secure bonds amounting to $2500. 
| 
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ARVERNE, L. I. 















Cincinnati Holds Compensation Hearing 
Cincinnati, O., June 7.—An estimate that 
50 per cent of all industrial accidents can be 
prevented was made by L. L. Hall, assistant 
secretary of the National Bureau of Casualty 
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Hours AFTER THE CONFLAGRATION 


and Surety Underwriters last Thursday after- 
noon, at a meeting of the Cincinnati Chamber of 
Commerce committee on workmen’s compensa- 
tion in this city. “Compensation is not an 
apology for the failure of accident preven- 
tion,” he said, in arguing his brief for the 
change of Ohio laws to permit the operation 
of companies in industrial insurance. 

“Accident prevention is fundamental, and 
this committee must be certain that its recom- 
mendations will include the most effective means 
to secure the lessening of industrial casualties,” 
Chairman Harry D. Martin of the committee 
summarized. 

The last meeting of this session was held 
here on Friday morning, after which a tour was 
started of cities throughout the State to hold 
hearings for the benefit of all employers and 
employees. 

Those who appeared at Thursday’s meeting 
were: A. J. Lilly of the Maryland Casualty 
Company, Charles Broadwell of the Ohio Build- 
ers Supply Company, J. C. Marshall, secretary 
of the Cincinnati Wire Bound Box Company; 
Dr. Otto P. Geier of the Cincinnati Milling 
Machine Company. 











Agents wanted in open territory. 


= SS SE BESS? 

. 7 a, Fire Automobile ! 

Better Business Beckons You! } Forato “Windstorm I 
It’s just around the corner. Be prepared to get your share. 63 Rentand Rental Values l 


years of fair dealing. 53 millions in losses paid. Excellent 
service and facilities make National Liberty policies easy to sell. 





Apply today. 











NATIONAL LIBERTY INSURANCE CO. 
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Explosion and Riot 





Use and Occupancy 





Sprinkler Leakage 











@ash Capital. teas ac. $1,000,000 
Policyholders’ Surplus 3,785,733 
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INSURANCE: 


A Practical Exposition for the. 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Turrp EpitIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages = $3.25 


Insurance Office Organization 


Managements and Accounts 
By T. E. Younc, B.A., F.R.A.S., and RicHaRD Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YounsG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
— present bookkeeping methods. It contains 150 pages and is 

und in cloth. 











Price, post paid, $2.00 





The Elements of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practice of 
accident, fire, marine and 'ife insurance. 


Price, post paid, 70 cents 





Accountancy. By Francis W. Prxtey. An entirely new work 
dealing with Aceountancy from a theoretical and practical point of 
view. The latest exposition of the science. 318 pages, cloth. 


Price, post paid, $2.40 





Pitmans Secretary’s Handbook. A complete secretary’s man- 
ual prepared by HERBERT E. BLAIN. It covers secretarial work 
thoroughly for public and private institutions and for individuals. 
(Second Edition, revised, omitting joint stock secretaryships.) 


Price, post paid, $2.00 





Principles of Marine Law. By LAwrENCE Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicKsEE, M.Com., F.C.A., and H. E. BLain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
NEW YORK 


INSURANCE EXCHANGE 








North British « Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 


Thursday 


























TWO BOOKS OF REAL MERIT 


The Real Estate Educator 


F. M. PAYNE, (New Edition 1920) 


A repository of useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 
a NEED to know, what you OUGHT to know. The 

ew 1920 Edition contains The Federal Farm Loan Sys 
tem, How to Appraise Property, How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, TheA 
B C’s of Realty and other useful information. 

208 pages cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This instructive book contains the kind of information 
most people want. You can know the law—what to do— 
what to avoid. It is a daily guide—a manual of refer. 
ence for the business man—the law student—the justice 
of the peace—the notary public—the farmer—the clergy- 
man—the merchant—the banker—the doctor. 360 
pages printed on bible paper. Cloth $1.50. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wiiiiam STREET 
InsusaNcE ExcHaNGE NEW YORK 


























We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com: 
pany. It will pay anyone interested to it 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. - 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Cuatiel........0.. $ 700,000 


Surplus te Policy 
Holders....... 1,450,401 


Ps 4545200 3,509,765 








JOHN C. BARDWELL, President 
H. E. SCHULTZ, Vice-President 
WM. SCHROEDER, Vice-President 
F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 


CLEM DECK, Asst. Treasurer 


R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement June 30, 1921 


Capital Stock. $200,000.00 
Net Surplus.. 229,713.59 
Surplus to Policyholders. . . 


Results Since January I, 1921 





ASSETS 

Mortgage Loans......... $64,000 00 
OMe als lareecre cl ccaserey core 681,621.91 
RUMMIE ES < c.a: sna, cinvSacereicrates 59,595.00 
MERE pores sarah areicta ioters 13,944.40 
Agents Balances......... 168,024.49 
Interest Accrued....... 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
oC) aaa aa eres 11,779.60 
$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 
Accounts Payable. . . 57,646.71 


429,713.95 
$1,017,307.51 





Increase in Assets........ $80,914.56 
Increase in Reserve....... 94,963.25 
ecrease in Surplus...... 15,071.02 





CENTRAL RATING BUREAU PLAN 
HALTED 
Insurance Department Insists It Assume 
Supervision of Commissions 

Because the plans for a Central Rating 
Bureau to comply with the law recently en- 
acted by the New York Legislature do not in- 
clude the supervision of commissions as well 
as rates, the New York Insurance Department 
has notified the special committee of under- 
writers that further conferences with the de- 
partment will be necessary. The organization 
of a central rating bureau to supervise fire in- 
surance rates was left in the hands of the fire 
underwriters who were required to submit it 
for the approval of the Insurance Department. 
The plan was completed some time ago and 
turned over to Superintendent Stoddard’s office, 
where it was analyzed. Several conferences 
followed at which various details were dis- 
cussed. Although no mention is made in the 
law requiring the supervision of commissions 
the department has taken the stand that com- 
missions are such an important part of the mak- 
ing of a rate that the supervision rightfully 
comes under the jurisdiction of the bureau. 


Mississippi Fire Does Big Business 

Following the conclusion of the first fiscal 
year of the Mississippi Fire Insurance Com- 
pany of Jackson, Miss., it has prepared a state- 
ment showing its assets and liabilities as of 
April 30, 1922, and its premiums during its first 
year. The financial statement shows assets of 
$1,005,026, and of this $556,173 constitutes sur- 
plus as to policyholders, including $352,340 of 
capital, and $203,833 of net surplus. The chief 
liability is the reserve for unearned premiums, 
$306,883. The Mississippi Fire did a very large 
volume of business in its first year, which ended 
April 30, last, its agency net premiums written 
having amounted to $1,231,262. The company 
carries a cash balance of over $130,000, and 
much of the remainder of its assets is invested 
in United States Government, county and 
municipal bonds, and mortgage loans on real 
estate. 

The Mississippi Fire now has 240 agents and 
868 stockholders. George A. Wilson is presi- 
dent of this enterprising company, its other offi- 
cers being: Judge J. Morgan Stevens, vice- 
president; W. D. Mounger, secretary, and Dr. 
J. P. Taylor, treasurer. The company recently 
secured the services of Prioleau Ellis, who is 
known as a man of wide experience in the fire 
underwriting field. 

William Street Club Holds Annual Outing 

The William Street Club of New York held 
one of its most successful outings at Duers 
Grove, L. I., last Saturday. More than 400 
members of the insurance fraternity sailed up 
the East River on the Ossining after parading 
down William street with a band of ten pieces 
at their head. Although the weather was 
cloudy and it rained during the morning, it 
cleared up around noon and did not start in 
again until evening after the baseball game be- 
tween the brokers and companies and sports had 
been played according to the program. The 


15 


outing was conducted with unusual smoothness, 
due to the foresight of the club’s able president, 
Frank Gibson, of the Central Fire Office, and 
members of the executive committee who were 
constantly working to provide a good time for 
everybody. 


Fitzgerald Bill Weakness 

Wasuincton, D. C., June 19.—The Knicker- 
bocker theater disaster of last January, when 
approximately 100 people were killed by the fa'l- 
ing roof of the theater, would have wiped out 
twice over the capital of the State fund of 
$50,000 contemplated by the Fitzgerald bill pro- 
viding workmen’s compensation for the District 
of Columbia, according to Representative Un- 
derhill, of Massachusetts, author of a com- 
pensation bill which he has offered as a sub- 
stitute for the original measure. 

The Fitzgerald bill has been prepared with 
the view of making it a model law for adop- 
tion generally throughout the country, creating 
monopolistic State funds and shutting cut in- 
surance companies, whose taxes form a not in- 
considerable part of the Government’s annual 
collections, he charged on the floor of the 
House. “The purpose is to try it first here as 
a model for all the rest of the country to fol- 
low,” he said, when the bill was being debated 
in the House. “I do not believe the Members 
of Congress with their State rights want such 
a form of insurance. I see that New York and 
Massachusetts and other States in the North 
are coming to believe that the States have some 
rights.” 

The chief differences between the two bills 
are that the Fitzgerald bill provides for com- 
pulsory insurance with the District of Colum- 
bia insurance fund and covers all classes of 
employees, including domestic servants, while 
the Underhill bill permits the competition of in- 
surance companies and exempts certain classes 
of labor, among them being servants. 


North American National Transfers Capital 
to Surplus 

At a special meeting of the stockholders of 
the North American National Insurance Com- 
pany of Des Moines, Iowa, it was voted to re- 
duce the capital to $281,500, and transfer the 
remainder to surplus, thus giving the company 
considerably over $400,000 in its surplus ac- 
count. It was the desire of the officers of the 
company to have a larger surplus in order to 
take care of the fast-growing business, which 
it is deriving from the eighteen States in which 
the “North American” is now entered. 


Heads Kokomo Association 

Koxomo, Inp., June 13.—Edwin E. Rusself 
was elected president of the Kokomo Asso- 
ciation of Insurance Agents at a recent organ- 
ization meeting. Homer Shrock, manager of 
the insurance department of the Americar 
Trust Company, was elected vice-president, and 
A. C. McCoy, insurance manager of the Peoples: 
Trust and Savings Bank, was elected secretary- 
treasurer. The association will be affiliated 
with the National Association of Insurance 
Agents. 
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1922 POCKET STATISTICS 


Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition 
of the principal stock fire insurance companies in comparative 
form for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of 
American and Canadian life insurance companies in compara- 
tive form for five years. 

HE POCKET REGISTER OF LIFE ASSOCIATIONS, showing 
the condition and business stipulated premium, assessment 
and fraternal associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, 
showing the condition and business of stock and assessment 
accident insurance companies and associations transacting 
personal accident insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCEL- 
LANEOUS INSURANCE COMPANIES IN AMERICA, 
showing detail condition and business of over 100 companies 
transacting various classes of business in comparative form 
for ten years; also additional table listing 174 companies not 
writing multiple casualty lines, or whose operations are more 
limited, showing one year’s figures only. 

The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1921. The tables are made up in 
convenient pocket form, having serviceable manila covers, and are invaluable 
to insurance men of all classes for ready reference. These publications are 


frequently spoken of as “‘Spectator Charts,” and have become standard authori- 
ties because of their trustworthiness and the convenient manner in which they 


are made up. 
PRICES 
In Manila Cover 75 cents In Flexible Pocketbook $1.25 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW VORK 






~ KEEPING 
THE STRIDE 


We know that business is booming. 


We are certain of it because the production which the 
Lincoln Life organization kept growing by the mos 
earnest kind of co-operation through the past year is now 
going forward by leaps and bounds. 


Our new production records are indicators that the 
way is smoother for the efficient Lincoln Life organiza. 
tion. 


You are sure that you are backed by the spirited good 
will which keeps your selling power at its best when you 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 














Fort Wayne, Indiana 


Now More Than $210,000,000 in Force 

















1922 
SPECIAL AGENTS 


and 


ADJUSTERS’ HANDBOOK 
By GEO. VELTEN STEEB 
Revised Edition 


A Handy Reference and Guide Book for the Kit 
of the Fire Insurance Man 


Contains Helpful Information for the 
Special Agent in His Daily Work 


Presents Valuable Data for Adjusters 


Concerning Application of Policy 
Provisions Before and After a Fire; 
When a Company is Not Liable; 
Waiver; Depreciation; Suits; Fraud; 
Proofs of Loss; Loss Statements; 
Rules and Tables, etc. 


Also New Data as to Costs of Labor and Materials 
and Automobile Insurance 


In substantial binding, of convenient 
size for pocket or bag; 120 pages 


Price $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July 1st, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 


Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 
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INTERESTING INSURANCE DECISIONS 
By Harry B. Brapsury of the New York Bar 








AUTOMOBILE INSURANCE 

Action by insurer to recover the sum paid 
on a theft policy upon it appearing that the 
insured defendent was not the owner of the 
car at the time of the theft; insurer must 
show fraud in such an action. 

The plaintiff insurance company insured the 
defendant as the owner of an automobile, in 
the sum of $1500, against theft. The defend- 
ant reported the theft of the car to the insur- 
ance company, and the plaintiff paid the amount 
of the policy to the defendant. Subsequently, 
the insurance company discovered that the car 
did not belong to the defendant at the time of 
the theft and brought this action to recover the 
$1300 which it had already paid. The court 
held that the insurance company could not re- 
cover, in the absence of allegations in the com- 
plaint showing that the defendant had acted 
fraudulently in making the claim under the pol- 
icy. Firemans Fund Ins. Co. of Cal. v. Vinton, 


190 Supp. 525. 





Garnishment, by a person who is injured, 
against insurance company, for the amount 
of the liability of the insurance company to 
the owner of the car; defense of failure to 
give notice of accident; waiver. 

Raymond Linden secured a policy of liability 
insurance on an automobile, from the Kansas 
City Casualty Company. Linden, while driving 
the car, injured one Dorothy Reilly. The in- 
jury occurred on August 31, 1917. No written 
notice of the accident was served upon the in- 
surance company until after the summons and 
complaint were served on Linden on January 
2, 1918 The following day Linden delivered 
the summons and complaint, together with a 
notice of accident, to a representative of the 
insurance company, who directed him to deliver 
them to its attorneys. The attorneys received 
the summons and complaint, and took a sworn 
statement of the accident from the insured. The 
attorneys retained the summons and complaint 
for twelve days, pending investigation, and then 
returned them to the insured with notice that 
they refused to defend the litigation. There- 
after the insured employed counsel; issue was 
joined, and judgment was entered by stipula- 
tion for $5000, in favor of the person injured, 
and against the insured. It was found that 
there was no collusion in procuring the judg- 
ment. The person injured who had secured 
the judgment, then served a garnishee summons 
® the insurance company. The company ad- 
mitted the existence of the policy, but disclaimed 
wad liability for the reason that no written 
notice of the accident or claim was served upon 
tas provided in the policy. The plantiff in 
the garnishee action claimed that the insurance 
company had waived the requirement as to 
Witten notice. The insurance company also 
contended that it was not liable until the in- 
sured had paid the loss in money. On the ques- 





tion of waiver, the jury found that the com- 
pany had waived the requirement as to notice 
of accident. The court also held that the in- 
sured was not required to pay the judgment 
in order that the injured person might recover 
in the garnishee action. Reilly v. Linden, 
Minn. ; 186 N.W. 121. On the last point 
the court cited and followed the previous case 
in Minnesota, of Patterson v. Adan, 119 Minn, 
308; 138 N.W. 281. 











Automobile policy issued to partnership; 
a person injured, who has secured a judg- 
ment against a member of the firm as an in- 
dividual and not as a member of the part- 
nership, cannot recover over against the 
insurance company after return of execution 
unsatisfied against the individual. 

A car owned by a partnership composed of 
Thomas F. Slavin and Leo Slavin was being 
driven by an employee of the partnership, when 
the plaintiff was injured by being hit by said 
car. The defendant, Maryland Casualty Com- 
pany, had issued a policy on all of the cars of 
the partnership, including the car which was 
being used when the plaintiff was injured. The 
plaintiff, however, instead of suing the partner- 
ship sued Thomas F. Slavin individually, and 
recovered a judgment against him. An execu- 
tion on this judgment having been returned un- 
satisfied, the plaintiff then sued the insurance 
company. It appeared on the trial that the in- 
surance company had insured the partnership 
and not the individual, and it was held that 
under such circumstances the plaintiff could not 
recover from the insurance company. It was 
also held that the plaintiff should not have been 
permitted, on the trial, to amend his pleading 
so as to allege that the policy was issued to 
the partnership instead of alleging, as it did, 
that it was issued to Thomas F. Slavin individ- 
ually. Jacobs v. Maryland Casualty Co. 198 
App. Div., 470; 191 Supp. 692. 





WorRKMEN’S COMPENSATION 

Maritime employment which does not 
come under the Workmen’s Compensation 
Act; watchman on derrick-lighter tied up at 
dock is a maritime workman. 

At the time the claimant met his death he 
was in the general employ of the General Con- 
tracting and Engineering Company, which had 
a contract to build a reinforced concrete bulk- 
head in New York bay. This bulkhead was 
also to be used as a dock. The Merritt & 
Chapman Derrick and Wrecking Company was 
a subcontractor and under its subcontract it 
was to prepare the bottom of the river for 
building the foundation and setting the concrete 
blocks of the bulkhead. In the construction of 
this. work a derrick lighter or a scow with a 
derrick upon it, as it was described by one of 


the witnesses, was used. This derrick lighter 


17 


was owned by the General Contracting and En- 
gineering Company, and it and the crew had 
been turned over and were under the control of 
the Merritt & Chapman Derrick and Wrecking 
Company. One of the crew was Louis Norman, 
the deceased employee, who was a night watch- 
man on the derrick lighter, and his duties were 
to look out for the boat and to take care of 
the boilers. In taking care of the boilers he 
kept the fire going so the boilers would not 
freeze. In connection with the work a pile- 
driver was also used. Norman also looked after 
the piledriver. The derrick lighter and the 
piledriver were moored to the bulkhead and 
both were floating in the water. In order to 
get from the lighter to the piledriver it was 
necessary to pass over a gangplank leading 
from the lighter to the bulkhead, then to pass 
over the bulkhead and another gangplank lead- 
ing from the bulkhead to the piledriver. Just 
prior to the accident there had been snow and 
the testimony of one of the witnesses who de- 
scribed the conditions which he found after the 
accident indicated that Norman made the trip 
from the derrick lighter to the piledriver and 
that when he returned and was walking along 
the gangplank leading from the bulkhead to the 
derrick lighter he slipped and fell into the 
waters of the bay, where he met his death. 
It was held under the authority of the case 
of Southern Pacific Co. v. Jensen, 244 U. S. 
218, that the claimant was engaged in maritime 
work, and, therefore, did not come under the 
New York Workmen’s Compensation det. 
Norman v. Merritt & Chapman Derrick & 
Wrecking Co., 200 App. Div., 260; Supp. 





Lire INSURANCE 


Suicide under incontestable policy; the 
public policy of insurance against suicide is 
for the States to determine and not for the 
Federal Supreme Court. 

This action involved two life insurance poli- 
cies, one of which was made payable to the 
widow as beneficiary and contained the follow- 
ing provision: “If within two years from the 
date hereof, the said insured shall * * * 
die in consequence of a duel, or shall, while 
sane or insane, die by his own hand, then, and 
in every such case, the policy shall be void.” 
Johnson, the insured, died by his own hand 
more than two years after the date of policy. 

The other policy, payable to an administrator, 
provided that: ‘This contract shall be incon- 
testable after one year from its date of issue, 
provided the required premiums are duly paid.” 
Johnson, the insured, died more than one year 
after the date of the policy. 

The action was brought originally in a Fed- 
eral Court. It did not appear from the record 
in what State the policies were issued. The 
Supreme Court held that both the widow and 
the administrator were entitled to recover on 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 


A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance resis. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 
The Art of Insurance Salesmanship 
(IN PRESS) 
This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 


The last volume of this series has not yet 
been published. Its title and scope will 
be reported hereafter. It is sufficient to 
say here that its aim will be to round out 
the agent’s insurance education. At least 
that part of his education which the 
author’s experience and observation enable 
him to give. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














AGENCY SUPERVISOR 


HIGH CLASS MAN wanted for good company con- 
nection to travel Indiana, Ohio and Kentucky on 
salary and expenses. State qualifications in full, 
Address Box 200, care of THE SPECTATOR, P. O. Box 
1117, New York City, N. Y. 
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State Mutual Life pane: C0, 


of Worcester, Massachusetts 





INCORPORATED 1844 


Has shown steady and consistent growth. 


2 progressive in every detail which is for the benefit of its policyholders and their bene. 
ciaries. 


é Home Office organization trained to render efficient service to policyholders and field 
orce. 


An agency organization that is capable, and loyal, happy in the knowledge that the 
protection and service furnished by its activities are unexcelled. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies. 


 ceiesoenietabeleirshinie OF C. & E. LAYTON, 


_., The undersigned are sole agents in the United States for the old estat 
coating noe ne & a — of London, England, whose je a 
lications on fire, life, marine and other branches of in 
valuable and standard treatises on these subjects. a 
SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 











INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance, 
Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 








Head Office—Winnipeg. 








RAND RAPIDS LABEL CO. 


FOR FOLDER | 
SHOWING ELABORATE DISPLAY 7 














W. S. HAZARD, Jr., Vice Pres. 


H. R. HOWELL, President 
R.S. H. K. MILLER, Ass. Secy 


HOWELL, Vice Pres. and Secy 


HAWKEYE SECURITIES FIRE 
INSURANCE COMPANY 
Capital $1,000,000 


MASONIC TEMPLE 


DES MOINES IOWA 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..  $6,007,996.00 
SO eres 1,000,000.00 
Gurplus....-.+--- 554,375.00 


Fleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


rs 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















the policies, and there was no public policy, so 
far as the Federal Supreme Court was con- 
cerned, which would interfere with the recov- 
ery in such case. The court also said that it 
would not interfere with the public policy of 
the various States on this subject. 

The court distinguished the case of Ritter v. 
Mutual Life Ins. Co., 169 U. S. 139, 154; 42 L. 
Ed. 693, to the effect that insurance expressly 
covering suicide would be against public policy. 
It was pointed out that in the Ritter case the 
application for the insurance warranted against 
suicide for two years from the issuance of the 
policy, and it appeared that the insured did com- 
mit suicide within the two years. Northwestern 
Mutual Life Ins. Co. v. Johnson, — U.S. 
Sup. Ct. ; 65 L. Ed. 58. 
In the last mentioned case the court noted that 
the somewhat broad doctrine in the Ritter case 
that insurance expressly covering suicide would 
be void as against public policy, had been mod- 
ified by later decisions of the Supreme Court. 
The result of these various decisions is that 
where the question of insurance against suicide 
arises in a particular State, the Federal Supreme 
Court will not interfere with the declaration of 
public policy contained in the decisions of a 
court of final resort of a particular State. 

















Tax on fire premiums in New York city; 
in computing tax company not permitted to 
deduct amounts paid for reinsurance. 

Section 800 of the New York City Charter 
provides that each fire insurance company must 
pay to the Fire Commissioner of the City of 
New York 2 per cent on all premiums effected 
on property in the City of New York. It is 
held that in computing the amount of the tax 
the company is not permitted to deduct the 
amount of reinsurance premiums paid. Dren- 
nan v. Hampton, 191 App. Div., 576; 181 Supp. 


a 
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Health and Accident Underwriters’ Meeting 
First Week in October 

The annual meeting of the Health and Ac- 
cident Underwriters Conference will be held at 
Washington, D. C., the first week in October 
of this The Southern Industrial In- 
surers Conference have changed their dates to 
the same time. 


year. 


WRITING TAXICAB 





Two Pools Formed to Comply with 
New Law 





PREMIUM $950 IN NEW YORK CITY 





Companies to Pay 90 Cents on Every Dollar 
Received 

Two strong groups of insurance companies 
have been organized and are ready to furnish 
insurance to taxicab drivers in compliance with 
the new taxicab insurance law which becomes 
effective July 1, it was announced early this 
week. The Motor Vehicle Bonding Company 
composed of the A*tna Casualty and Surety 
Company, the American Surety Company, 
American Indemnity Company, Fidelity & De- 
posit of Maryland, National Surety, New Am- 
sterdam and Union Indemnity under the man- 
agement of Albert E. Sheridan will furnish 
bonds. Another, pool, the associated companies, 
consisting of the Globe Indemnity Company, 
Hartford Accident and Indemnity Company, 
London Guarantee and Accident Company, 
Maryland Casualty Company, Ocean Accident 
and Guarantee Corporation, Standard Accident 
Insurance Company and United States Casualty 
Company handling liability and property dam- 
age insurance has been formed. 

Rates for taxicab business have been worked 
out by the National Bureau of Casualty & 
Surety Underwriters and a statement by Jesse 
S. Phillips, general manager, shows that the 
rates range from $950 a year to $500. The 
scale is as follows: 


Per Year 
Néw Yorke city’ C368. 208 a5. o ces fecdecus $950 
New York city (Far Rockaway) ......... 650 
New York city (Staten Island) ......... 500 
UD odin Swac cade cde a ema canu eae dae at 650 
OGNEMED « vadeanvoucdexcosnecuwehuacaie 500 


On private livery cars the rate is considerably 
less, being: 


Per Year 
New Vash ety (Terr, 2) co ccccccedungeses $300 
New York city (Far Rockaway) ......... 260 
New York city (Staten Island) ......... 180 
BAGG vc ce coecsivdentudsekeuscscuaseaes 260 
RGGRGHED Jobe ccendvccewisuadoqundgecies 162 


Policies are to be written on a monthly pay- 
ment basis with two months’ premium paid on 
delivery of the policy and another installment 
paid each thirty days until the full annual pre- 
mium is paid. The rate for jitneys or busses 
with less than twelve seating capacity is the 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’”’ 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
fnsurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


ee 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOMIJ1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 
































Prominent Agents and Brokers 


















LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 














JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 

















J. L. MITCHELL 
le prepared to successfully negotiate and finance the re- 


Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 


Orders. 
Temporary money advanced on strictly private 
ts 


All communeations held nal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 














JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 



















Actuarial 

























FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


el 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F. M. SPEAKMAN, C. P, A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntants 
THE BOURSE PHILADELPHIA 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





— 
























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 
































A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lnc. 


“Life Insurance Service"’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 





MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 








Telephone Randolph 3473 

















Insurance Examiners and Adjusters 


—— 





— 













DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment. departments 
of American and foreign insurance companies, desires to adj 
losses, procure capital, and handle fire, marine, life, ty 
surety matters on per case or per diem basis. 


Address A. L. CAMERON Box 10, Care, The Spectator 








Cable Address: Lawbond—New York 
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insurance Examiners and- Adjusters 





~~ 
Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
illiam Street 5 New York City 
diate Thos. Galbo, Genl. Mgr. 
— INVESTIGATIONS AND ADJUST- 
RL BY EXPERTS — QUICK SERVICE = OUR 
® REPUTATION is based on past performances—Weshow 
= sults. Send for booklet of references. Liability, Com- 
eaation Auto, Fire and Theft, Collision, Property 
Yamage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
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Statisticians 
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Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 














same as for taxicabs, while the rates for larger 
jitmeys are increased in accordance with the 
seating capacity. 

In announcing the rates for taxicabs, Mr. 
Phillips stated that companies have reduced ad- 
ministration expenses to a minimum, so that 
companies will be able to pay cut 90 cents on 
wery dollar received. The rates as finally 
determined have been based upon the largest 
volume of experience obtainable, which, how- 
wer, is not very extensive and the future alone 
ily can tell whether the rate is even adequate 
or excessive. 

The National Bureau also is preparing for 
the approval of the Tax Commission a special 
policy which offers broader coverage than act- 
wally required by the law. The policy is de- 
signed to cover any accident anywhere within 
the limits of the United States and Canada. 
Superintendent of Insurance Francis R. Stod- 
dard, Jr., of New York, has notified mutual 
insurance companies that they will be held to a 
strict accountability as to their management ex- 





James J, Parks, SECRETARY, MissouRrI STATE 
LIFE 


penses and acquisition cost of their business. 
He stated that he would not allow the total 
operation expenses of these companies to exceed 
more than 20 per cent of the premium income. 





PERSONAL ITEMS 





IX. W. Harden of Oklahoma has announced 
his candidacy to succeed himself as State In- 
surance Commissioner of that State. 

IX. W. Nothstine has resigned as general sales 
manager for the Bankers Life Company and 
the board of directors has named W. W. Jaeger 
to succeed him. Mr. Nothstine resigned as 
general sales manager, effective at once, be- 
cause he has found it necessary to give so 
much of his time to his personal business and 
because he desires to devote all of his energies 
to his personal activities in about a year. He 
will continue in active service for the company 
in a general capacity, for such time as the com- 
pany may desire. 

Frank Hyde Ensign, eldest son of A. H. 
Ensign, well-known fire insurance man of Ex- 
change Place, Utah, will enter his father’s busi- 
ness very shortly. He is a graduate of the 
Commerce and Finance school of the University 
of Utah. A. H. Ensign has been in the busi- 
ness thirty years and holds general agencies 
for several companies. 

Dr. Lee K. Frankel, third vice-president of 
the Metropolitan Life Insurance Company of 
New York, has been appointed head of a com- 
mission to study conditions in Europe for the 
Jewish Relief Committee, which has _ raised 
$17,000,000 for the relief of Jews in Central and 
astern Europe. 

Stanley L. Otis, of the New York State In- 
dustrial Commission, is chairman of the com- 
mittee on forms and procedure of the Interna- 
tional Association of Industrial Accident Boards 
and Commissions. He was in Chicago this 
week attending sessions of the committee, which 
is preparing data to be submitted at the annual 
meeting of the International Association, which 
will be held at Baltimore in October next. 

Franklin Webster, editor of The Insurance 
Press of New York, who was recently operated 
upon for appendicitis, is well on the road to a 
complete recovery. 

Charles D. B. Fisk, retiring president of the 
Massachusetts Plate Glass of Boston, and for- 
merly a director of the Citizens Mutual Fire, 
was given a luncheon by the directors of both 
these companies last week at which Governor 
Cox, Mayor Curley of Boston, Judge Charles 
F. Jenney of the Massachusetts Supreme 
Judicial Court, and several other prominent 
business, professional, and political men were 
present. Mr. Fisk leaves very shortly for 
South America, where he will make his home. 

At the annual commencement of Knox Col- 
lege held on the last week of June at Gates- 
burg, Ill., the honorary degree of Doctor of 
Laws was conferred upon James J. Parks, 
secretary of the Missouri State Life Insurance 
Company. It was the fiftieth anniversary of 
the graduation of Mr. Parks from Knox Col- 
lege, having previously received the degrees of 
A. B. and A. M. Mr. Parks was presented for 
the degree by Rev. John H. Finley, D. D., of 
New York, formerly president of Knox College. 
Dr. McConaughy, the president of the college, 
in presenting the degree said, “The college rec- 
ords assert that vou graduated fifty years ago 


to-day; your looks belie it. Your home city, 
St. Louis, is relying on you for many more 
vears of vigorous leadership. You have ren- 


dered noteworthy service to the Presbyterian 
Church, locally and nationally: you are a trustee 
of a sister college. You well typify the busi- 
ness man who serves the city, the college, the 


2I 





Dr. Lee K. FRANKEL, THIRD VICE-PRESIDENT, 


METROPOLITAN LIFE 


church. By virtue of the authority vested in 
me by the board of trustees, and at their direc- 
tion, I hereby confer upon you the honorary 
degree of Doctor of Laws, and admit you to all 
the privileges, honors and dignities which here 
and elsewhere pertain to that degree.” 





Comparative Benefits of Compensation 
Laws 
The very considerable diversity existing 


among the compensation laws of the various 
States as to amounts, duration, and mode of 
determination makes it extremely desirable for 
insurance companies and others interested to 
have access to a ready comparison of these 
points. Such a showing is made in an analytic 
form in tables presented in Bulletin No. 275 of 
the United States Bureau of Labor Statistics, 
this matter being a part of a general analytical 
comparison of the laws. A compact and con- 
venient “bird’s-eye view” of the schedules of 
compensation as established by the laws of the 
various States has been prepared by Stanley L. 
Otis, director of the bureau of workmen’s com- 
pensation, New York State Department of 
Labor. This shows in the different tables the 
benefits for death, including payments to sur- 
vivors, burial expenses, expenses of last sick- 
hess, minimum and maximum payments per 
week, total maximum liability and maximum 
period. Corresponding completeness marks the 
separate tables for permanent total disability, 
dismemberment, permanent partial disability in 
other cases than dismemberment, temporary total 
disability, temporary partial disability, medical 
aid, and waiting period. There is also a “mis- 
cellaneous”’ table showing the date of enactment 
of the original and amending statutes, their 
nature (elective or compulsory), forms of in- 
surance contemplated, and employments covered. 


Milford E. Jewett, Chairman of Insurance 
Society 
Milford E. Jewett, vice-president of the Royal 
Indemnity Company, has been elected chairman 
of the executive committee of the Insurance 
Society of New York. The fall season of in- 
struction will begin October 24. 


Casualty Men to Meet at Lake Placid 

The International Association of Casualty 
and Surety Underwriters and the National As- 
sociation of Casualty and Surety Agents will 
meet at Lake Placid, N. Y., September 25-27, 
it is announced. 
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INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequalled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 


THIRTY=FIRST ANNUAL EDITION, 1922 


Presents complete premium rates and policy forms of 175 
companies. 

THE HaANnpDy GUIDE gives the facts concerning premium rates, 
surrender values, policies and applications of the active life 
insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication THE HANDY GUIDE has 
maintained the highest reputation for reliability and complete- 
ness. 

Price, in flexible binding, $4.00 


Price, with thumb index, $4.35 


Vest Pocket 
Life Agents Brief 


1922 EDITION 


A most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. Reduced this year in 
width and thickness, but contains more pages of information. 

Premium rates for 134 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A valuable series of tables, showing dividends paid 
year by year for a period of ten years and the average yearly 
cost for both five and ten year periods. The schedule covers 
Ordinary Life, Twenty-Payment Life and Twenty-Year En- 
dowment policies issued at ages of 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies. 

This edition of the Lir—E AGENTS BRIEF also presents, in 
compact form, the amount of annual dividends per $1,000 of 
insurance paid in the year 1922 on the three leading forms of 
policy contracts, viz.: Ordinary life, twenty-payment life, 
and twenty-year endowments, issued during a period of five 
years. lhe dividends are given for ages at entry of 25, 30, 
35, 40, 45, 50, 55 and 60. By a concise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

The 1922 Lire AGENTS BriEF for the first time shows a record 
of deferred dividends and group insurance and United States 
war insurance rates. 

Policy provisions ciearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses, disability and double indemnity benefits. 

Net cost shown for ten years of actual experience. 
mates or guesswork. 

Cash values presented n most comprehensive form. 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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HOME OFFICE: 
SPRINGFIELD, ILL. 


issuing all the standard forms 
of policies. 








THE MUTUAL LIFE OF ILLINOIS 


An ‘Old Line’’ Legal Reserve Company 


Good territory in Illinois still open. Wil}, 
be pleased to hear from anyone interested, 








SOUTHERN LIFE AND HEALTH INS, 
‘“‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, 
THE LAFAYETTE LIFE INSURANCE COMPA 


LaFayette, 





Indiana 


$ 
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Our Copyrighted Service Pension Agency Contract Builds a Future for Aces 


Managers. 
They All Like It—That’s Why They Stick. Fine Opportunities and T, 
Address Home Office. 
W. W. LANE, Secretary A. E. WERKHOFF, P 
W. R. SMITH, Supt. Agencies 


err 


ne 








New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 

Premiums received during the year 1921 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, 

Amount Added to the Insurance Reserve Funds 

Net Interest Income from Investment pA 
($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% of the amount expected. 

Insurance in Force 

Admitted Assets 


2,121, 
964 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY 





NEW YORK > 


HOME LIFE INSURANCE COMPANY = 


$6,000,547 


4,740,340. 
Or 
1050» 








UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STSEET 


New: York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAL 4478 











HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


officially interested in local mutual building and loan associations, and 


directly to their income. 


thoroughly described, with information concerning the keeping of 


tionsfrequently asked about such organizations, and their answers. 
This bookis substantially bound in cloth, with gold title. 
PRICE $2.00 PER COPY 
Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 
Insurance Exchange 





A considerable number of insurance men throughout the country are now = 


that such associations help their insurance business, as well as contributing | 


A Virginian who is well posted as to the operations of such associations — 
has gotten out a little book under the above title, in which the system is 


the forms of certificate of incorporation, by-laws, etc., together with ques 4 


135 William Street 
New York F 
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WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent lowa territory and liberal 
contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


q S Home Office—Register Tribune Bldg.—Des Moines, lowa 


KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 


Insurance Company 


Home Offices Wichita, Kansas 




















| GEORGE WASHINGTON LIFE INSURANCE CO. 
Charleston, West Virginia 


P Are you seeking an agency in the States of West Virg inie, 
~ Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 

» Carolina, and Georgia? 

4 Address 

3 ERNEST C. MILAIR, 

Vice-President and Secretary 





THE COMPANY OF 
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BANKERS LIFE 
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GEO. KUHNS pres Bie) DES MOINES 
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| QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted — Specialty Salesmen — Wanted 

E Any Sure Enough Salesman, who has the proper Intestinal 

> Equipment, who is “Four Square” and willing to work;can make 

not less than $20,000.00 per year helping us to continue the 

peaking of all Life Insurance records. 

a Opportunity for the men who can qualify! ! 

x “From ay,1919, to May,1920, Twelve Months—One Year— 
wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

2 4 you can qualify, write or wire 


ae LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 


GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


v ELMER H. DEARTH, President 
606 Weedweed Ave., Cor. Congress Detroit, Mich. 


—— 
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RACTIVE ~ PURE LIFE 
TRAGTS fer Nene 
N OF ABILITY PROTECTION 


If you can write Ordinary and Industrial 
business in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 











YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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"BEFORE AND AFTER SBLLING OUR INCREASED BENEFIT aia q 


Life Insurance Men: 
A Contract with our company will insure you 


A PROSPEROUS YEAR 


Best Commissions Best Policies Write us 


ESERVE LOAN LIF 
NLINSURANCE COMPANY _[= 
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VALUABLE SALES ARTICLES CONCERNING 
SPECIAL LINES OF INSURANCE 


Transacted by Fire and Casualty Companies 
cusbtgsetssecia sac nso aton te Satta ct La cna scatasmbibte 





VOL. CVIII New York and Chicago, Thursday, June 22, 1922 











Father at the wheel 
and everybody happy 
Their car is insured in 


the largest Fire Insurance 
Company in America 


Che HOME ‘comsany, NEW YORK 
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CASUALTY 
REINSURANCE 


Our Automatic Treaty service is available to cover 





Catastrophe 
Excess Liability 


Accident Principal Sum 








Total and Permanent Disability 
Double Indemnity for Accidental Death 











The experience and the volume necessary to the suc- 
cessful underwriting of reinsurance lines have been 
developed through a period of years of specializing in 


this branch of the business. Our underwriters are men 





experienced in the problems which the insurers meet 
and solve. Consequently ours is a service that satisfies 


our scores of treatyholders. Correspondence is invited. 














Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 











KANSAS CITY 





CHICAGO NEW YORK 
INSURANCE EXCHANGE 35 NASSAU STREET 






























































ee 


















































































































VERY man who owns or controls property 
sooner or later is faced with the problem 
of conserving that property for himself or its 
He is, of course, 





owners, as the case may be. 
beset on all sides with difficulties of every 
variety so that he is called upon continually 
to overcome them or else lose his property. 
To some men there have been granted more 
power to withstand the strain of life than to 
others, but no man has there been given suffi- 
cient power to overcome singlehanded all the 
trials that he must sooner or later meet with. 
So life is full of risks to the strongest and 
there is need of something to prevent a man 
of property from being stripped of everything 
he owns. He must in some way protect him- 
self. The demand. for protection, of this sort 
has increased from year to year. The first 
and original need was for protection against 
the hazard of marine transportation and so the 
arliest form of in- 





Insurance has developed with the demand for 
protection, until in these days there seems but 
little excuse for the man who allows some 
accident or catastrophe to take valuable prop- 
erty from him. While insurance cannot save 
his property for him it can so distribute his 
losses that there is no shock to anyone, unless 
it be the insurance company itself. This great 
development of insurance has brought with it 
new problems, for in the older and simpler 
days, when only a few lines were available, 
every man could judge for himself whether 
he needed them or not. Now he needs an 
insurance expert to judge for him. That is 
the position which the modern insurance agent 
should occupy. It is a position of trust, one 
which requires of every member a solid foun- 
dation of knowledge and an honest desire to 
serve. The agent who unwisely advises his 
client to carry more fire insurance than he 

needs and does not 








surance was marine 





include some steam 








insurance Then 
came fire insurance, 








boiler in the list, when 
the latter is really 





and later life insur- 





needed, is not only 
neglecting his clear 













































ance, later still acci- 
dent and health in- 
surance and so on 
until today the num- 
ber of the various 
lines almost 
innumerable. 




























































Registered Mail and Parcel Post 

By James Mclllrath 
Developing the Special Lines 

By H. J. Thomsen 
Selling Use and Occupancy 
The American Haboob 
The Easiest Way 

By E. C. Budlong 
The Rate Boomerang 
Some Hail Insurance Facts 

By Jacob Nelson 
Advertising the Special Lines 

G. William Ellis 

A Mountain of Gold 

By J. R. Hillas and T. H. Gignilliat 
Enjoys Unprecedented Publicity 
Where Do Values Stand? 

By G. R. Colburn 
Tourist Baggage Insurance 
Special Lines Written by the Companies 
Explosion, Riot and Civil Commotion 
By Harry J. Parker 











duty but doing the 
client a real injustice, 
which when the boiler 
blows up, will bring 
the righteous 
wrath of the 
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latter upon him. The insurance companies today are doing nothing, they rapidly multiply into large figures and the felg i 

everything in their power to place their covers where they are so broad that in reality the special lines present a golden op 

needed and are continually striving to make their agents see portunity for the enterprising agent. 

the necessity of giving real and complete service to their clients. While each and every one of the special lines has about ; 

The so-called special lines have been developed for such a some feature which is always valuable when soliciting the par- Som 

purpose and have proved satisfying to the assured and profitable _ ticular line, in general there is one point in tke solicitation oj 

to the agents who pushed them. To the agent who looks at his _ special lines which no agent should overlook. There is foreye 

problems from the point of view of conserving the assets of his turning up a “psychological moment” when some particuls, 

clients, the selling of the various special lines will prove an easy _ side line can be more effectively solicited than at any other time To-day 

matter. It is the agent who looks at these covers as an extra For instance, if there is a strike in the locality, that is the tine | give man 

burden to saddle on his clients who find them hard to sell. to solicit hard, strike, riot and civil commotion insurance, ]; | from by 

In other words every man of any property at all is a prospect a big office building burns down, then is the time to go afte — 
to the ust 


rent and rental value or use and occupancy. If someone; 


for one or more of the special lines, and, as such, should not be ‘ 
agents he 


sprinkler heads freeze up and burst, doing heavy damage, time 





neglected. A vast amount of such insurance could readily be pa 
sold were every agent to fully realize the value of the service is to push sprinkler leakage. One might go on down the list | she oo 
thai is.within his power to render. While it may be true that in similar manner indefinitely. The point is evident, however: } on these 
the commissions are small, this fact ought in nowise to dis- a wide-awake agent will always be on the look-out for one of | ling i” 
courage the wise agent; for a little forethought will show that, these “psychological moments” and, when he sees one in the nage 
: é ¥ethse . ° ~ ° . os Se ur 
while taken separately, the commissions on a single risk are as _ offing, he will make ready to use it for all it is worth. m0 ys 
results po 

direction. 

REGISTERED MAIL AND PARCEL POST Nato 

lines” in 

. ° e ° e themselve: 

Two Special Lines That Have an Unlimited Field sandpoin 

; productior 

By JAMES McILLRATH nib ep 

sured in ¢ 

Manager, Postal Insurance Department, Home Insurance Company, New York forms, 2 

hold is fr 


It is necessary for every bank in the United 
States to protect its registered mail ship- 


effort. It is evident from this that the only 
work attached to the agent’s end of the transac- 


to over $10,000 annually. <A large number of 
agents associate parcel post insurance with ; 


tained an 
velop. into 


ments by insurance and if agents would devote tion is procuring the business. He has no de- and Io-cent premiums, while in reality the pore 
a portion of their spare time in developing this tails in connection with the daily or weekly smallest premium collected is $5, which repre J it othe 
class, they would be surprised at the results shipments of securities or currency by the as- sents a book containing 100 5-cent certificate. J jon react 
and would also incidentally increase their in- sured—no office details to require clerical work Books are furnished containing 100, 200, 50, On the 
come. —as this is done by the company. and 1000 certificates each, and it is not unusual F 4 foftow 

The United States Government is liable for Parcel post insurance is a side line that should _ for large shippers to use as many as ten books, J scent may 
only $50 on any one package, therefore making not be neglected by agents. The tremendous containing 1000 certificates, each month. the anes 
insurance absolutely necessary. use of parcel post facilities has created a uni- After the agent has planted a seed, or in J jy , par 


Most agents are familiar with the operations versal need for parcel post insurance. Local other words obtained a parcel post account, his J ang anothe 
of registered mail insurance, but for those who agents should give more thought to this form income is immediately materially increased. present te 
are not, the following information will no doubt of insurance. Parcel post is now being used Parcel post insurance can be sold in the small FP gied the 
be of interest to them. The open policy for extensively by merchants and manufacturers towns as well as in the larger cities. Merchants J ssa. Jing’ 
banking institutions, large business houses, and throughout the country, but owing to the heavy have found the value of sending shipments by § 4 importa 
other habitual patrons of the registry system, overhead charges in employing a man to wait parcel post both as a convenience and fromat fF sure the 
is issued on and after the form of application in line at the post office to insure each ship- economical standpoint, especially as they ci J my event 
furnished is filled out by the bank or firm, ment, it is much preferable and economical for now obtain automatic insurance to protect thet J i the Joss 
which application must be promptly forwarded the shipper to obtain automatic insurance from shipments. was not pr 
to the company. The insurance is based upon an insurance company, The agent should be absolutely certain that J opportuniti 
daily entries by the assured of each transac- Here is a field for increasing premium in- there is no suggestion of a moral hazard in The field 
tion in the declaration book accompanying the come that has been developed very profitably soliciting parcel post insurance. All prospects BP and abunda 
policy. A rate sheet is furnished the assured, by many local agents. If agents would devote should be carefully investigated. There is a J in which o 
showing the rate per $1000 on securities and a few spare moments each day to calling on the a physical hazard in connection with parcel Ff of fears 
currency. There is no initial premium. State- merchants and manufacturers in their locality post insurance. A great many losses have 0 § ably solicit 
ments are rendered each month showing the and explaining to them the convenience of using curred, due to carelessness in the shipping de- Automob 
date of shipment, the amount of risk, and the this automatic insurance, they would be sur- partment, such as indistinct addresses, labels Bf car out of 
premium. prised at the number of accounts they could not securely fastened on packages, etc. ite loss, ar 


There seems to be a very wide field for reg- 
istered mail insurance, as every financial institu- 
tion is making daily shipments of securities and 
currency, and the only protection open is found 
in a policy of this sort. It opens a large and 
extended ficld for the agent and entails very 
little work for him. If agents would endeavor 
to obtain at least one bank in their locality, it 
would mean a continued income without further 


obtain. 

The trouble in the past has been that a large 
number of local agents have not realized the 
importance of pushing this class of insurance. 
Agents will spend a considerable length of 
time in endeavoring to obtain a_ household 
furniture line where the premium would prob- 
ably amount to $5 or $6 for three years, while 
some parcel post accounts amount in premium 


4 


Some of the side lines have a comparatively 
limited field, but there is practically an wr 
limited field in soliciting parcel post insurance 

Each agent who has the facilities for wrt 
ing parcel post insurance should not neglect to 
call the assured’s attention to this coverage 
when insuring his stock of merchandise agaist 
fire, if it is not possible for him to make 4 
special call. 
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DEVELOPING THE SPECIAL LINES 


Some Facts Illustrating the Possibilities in a Few of the Important Lines 


By H. J. THOMSEN 


Secretary, North British and Mercantile Insurance Company 


To-day, the successful agent—like the progres- 
sive manufacturer securing the utmost values 
from by-products—realizes the advantages of 
developing various “side lines” supplementary 
to the usual forms of fire insurance. That many 
agents have materially increased their income 
through the “side line’ accounts is indicated by 
the premiums written 
on these classes total- 
ling in 1921 over 
$125,000,000, and yet 
this figure represents 
only a fraction of the 
results possible in this 
direction. 

Not only are “side 
jines” important in 
themselves from the 
standpoint of premium 
production, but hav- 
ing interested an in- 
sured in one of these 
forms, a strong foot- 
hold is frequently ob- 
tained and may de- 
velop. into a valuable 
account which might 
nt otherwise have 
been reached. 

On the other hand, 
it follows that an 
agent may place all 
the insurance written 
on a particular risk 
and another agent may 


and transportation. The hauling of goods and 
merchandise by automobile trucks is increasing 
steadily. It is estimated that there are over 
800,000 commercial automobiles in operation in 
this country. “Ship by truck’ has become a 


slogan; and trucking concerns, merchants and 
shippers of all classes are favorable prospects 





fairs who are likely at any time to travel either 
extensively or for week-end or automobile 
trips. Furthermore, personal effects are cov- 
ered against hazards indicated while at laun- 
dries, tailor shops, country clubs, etc. 

At this writing the newspapers indicate that 
on one day five steamers left the port of New 
York carrying 10,000 
passengers each of 
whom may have rep- 
resented a favorable 
prospect for tourist 
baggage insurance. 

The broad and var- 
ied circumstances of 
the tourist baggage 
forms of insurance 
are such that many 
would avail them- 
selves of such protec- 
tion for annual term 
if properly brought to 
their attention. 

Rain insurance: 
Rain insurance indem- 
nifies for loss of in- 
come or expenses in- 
curred against loss or 
damage caused by rain 
or snow. The de- 
mands for this form 
of insurance are 
growing rapidly. It is 
particularly attractive 
to those interested in 
the success of State 


present to such in- 

sued the need of a Z and county fairs, 

ligt 9 P. & A. Photo 7 

side line” coverage Ww T T B B Ur T Men W S 1 rT | theatrical features, 

fs ; HEN THIs Tucsoat BoiteER BLEW Ure Two MEN Were Serious_ty INJURED. THE INSPEC- . 

ot importance and so 2 Ns, church and social en- 

P yi TION SERVICE WuicH Is A Part or STEAM BoILeR INSURANCE WouLp PropaBLy HAVE ; 

secure the entrée that AVERTED THIS DISASTER. tertainments, adver- 
tised sales, and in 


may eventually result 

inthe loss of such account to the agency which 
Was not prepared to take full advantage of its 
opportunities. 

The field for developing such classes is broad 
and abundant; and there is hardly a community 
in which one or more of the following forms 
of insurance cannot be consistently and profit- 
ably solicited : 

Automobiles: It is estimated that only one 
‘ar out of four in this country is insured against 
ite loss, and even a smaller proportion is in- 
‘ured against the hazards of theft, collision and 
moperty damage. There are approximately 
1,000,000 automobiles in the United States and 
the possibilities of increased writings on this 
thss of business are quite evident. 

Transportation insurance: This class repre- 
“its principally forms covering goods or mer- 
chandise shipped by rail or automobile against 
loss or damage from hazards of fire, lightning 


for this form of indemnity. 

Parcel post: The post office records show 
that there are over one billion packages trans- 
mitted through the mails each year, the bulk 
of which emanate from commercial channels. 
Insurance carried under the mail package forms 
provides a better protection—more convenient 
in operation and less complicated in adjustment 
of losses—than the insurance and registry sys- 
tem of the Government. Merchants and manu- 
facturers using the mails for shipment of goods 
are usually successfully solicited for this class 
of insurance. 

Tourist floaters: This form of 
covers personal effects of insured—or any mem- 
ber of the family—against hazards of fire, 
lightning, transportation and theft at all loca- 
tions except insured’s permanent residence. 
Under such conditions tourist floater forms ex- 
tend much needed protection of people of af- 
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insurance 


fact any proposition that may sustain financial 
loss on account of rain. Furthermore, an 
agency in position to write this form of in- 
demnity usually secures valuable local adver- 
tising; and, as the rates for this coverage are 
naturally high, the commissions are attractive. 

Water damage: This represents one of the 
latest special forms of indemnity and is pro- 
vided to insure loss to property resulting from 
leakage of water. Opportunities to develop 
an important income on water damage insur- 
ance are so broad that active solicitation among 
prospective clients should prove very re- 
munerative. 

Radium: At the present time there is $6,- 
000,000 worth of radium in use in the United 
States and the annual production is estimated 
at about $1,500,000. The companies writing 
this class of business do so under policies cov- 

(Continued on page 16) 
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Do Not Sacrifice the Services of the Local Agent 


An insurance policy is naturally a technical con- 
tract. Few policyholders have the time or the in- 
clination to read their policies; many would not 
understand all the provisions if they did read them. 
Consequently nearly every property owner and 
business man needs an insurance adviser to see that 
his policies give the required protection, to counsel 
and aid him in fulfilling his obligations under such 
policies, and to do all the things necessary to reduce 
his premium rate. 


Such an adviser is the local insurance agent. 
His services can no more be dispensed with profitably 
in connection with insurance needs than can the 
services of doctors, lawyers, architects, etc., in their 
lines. 


Mutual insurance leaves policyholders without 
such services and obliges them to do for themselves 
what needs to be done by one trained in the insurance 
business. 


The local insurance agent secures for his client 
the policy or policies which best meet his client’s 
particular needs. 


Sometimes it may seem to the policyholder that 
he can save by buying direct, on the mail-order plan, 
from the home office of some “mutual company or 
reciprocal association, whereas, in reality, he thus 
is apt to buy more or to get less than he needs—not to 
mention the always possible and often probable 
insecurity of what he gets. 


Insurance is a shield—a cover. The local in- 
surance agent, if he has an established business and 
reputation, will skilfully adjust the cover to the need, 
fitting the two precisely, and in a company of estab- 
lished reputation for settling claims promptly, in- 
telligently and sympathetically. He will do that asa 
plain duty to his customer, and he will strive to do it 
well because it is in his own interests, since otherwise 
his reputation and consequently his income would 
suffer. 


Like the stock market, the insurance market 
offers many speculations which look most attractive 
to the inexpert. The man who needs insurance 
protection can avoid becoming a victim of such 
speculation by securing it through an expert, whose 
business life depends upon the quality of the insurance 
he selects for his patrons, and the character of the 
services he renders. 


Every insurance policy imposes duties on the 
insured. For example, in the event of an accident 
under a liability insurance policy, the assured must 


give notice of the accident and another notice of any 
subsequent claim, must forward to the insurance 
company every process served on him, and must 
at all times render to the company, upon request, 
his co-operation and assistance. Moreover, under 
the workmen’s compensation law, compliance with a 
multitude of formalities, besides insurance, is required 
of an employer. 


How much of this job is the average busy 
business man ready to take on? 


He should place his insurance through a tried 
local agent, telephone him at the first notice of every 
accident, and the agent will take the bulk of this job 
off the assured’s shoulders and will advise and assist 
him in the performance of all his contractural rela- 
tions. 


All householders buy coal, ice, milk, etc., delivered 
at their doors. ‘These things can be bought for less 
money at the sources of supply, but most consumers 
find it more economical to pay more and get the extra 
service. It is similar with insurance. In eliminating 
the agent, mutual insurance dispenses with the cost 
incidental to his services. But those services are 
worth the extra price. Indeed, in time of need they 
are often indispensable. 


To maintain insurance, policies must be renewed 
and premiums must be paid on certain dates. Delay 
will cause your insurance to lapse. If you buy in- 
surance on the mail-order plan, you may receive no 
notice of the expiration of your policy; no request 
for the premium; you may overlook or forget the date; 
or may be delayed in remitting; or your remittance 
may go astray ;—in any of which events your insurance 
will lapse—and just then your loss may occur. But 
if you deal through a well-established agent, he will 
personally see that you are kept advised in advance 
as respects all these contingencies. 


The local agent brings insurance to your door. 
He is on your wire and subject to your call. You 
very well know that you cannot get along without 
him in general. But every now and then probably 
you feel tempted by the offer of a bargain from a 
mail-order house, to buy your insurance “direct” 
and “‘at cost’. Bear in mind that the acceptance 
of such an offer means the “‘scalping”’ of a charge for 
a service essential to your protection and convenience 
and will involve you in a speculation of which you 
are probably ill-qualified to judge. 


The well-trained agent is essential to the effi- 


.cient purchase of insurance. 


EDSON S. LOTT, President, 
United States Casualty Company, 
80 Maiden Lane, New York. 






























































Wh 
the cl 
agent: 
ance | 
took t 

Wh 
usual 
fortal 
drawe 

“He 


We 
Birch, 
Afric 
insura 
the f 
course 
which 
caravi 

ie 
height 
and 1 
hundr 
seen | 
stretc! 
Blue 
thirty 

The 
haboo 
accor 
it blo 
desert 
ton s 
haboc 
throu; 
tion 
the 
sun ai 
pletel; 
the ci 
is le 
darkn 

On 
dust-s 
wheln 
ed cc 
Camel 
duty 
who | 
heard 

Mr. 
tions 
called 
had tl 
supers 
deposi 
a mil 
that t 
still ¢ 
supers 
The 








utsday 


SITE hag, 


~~ Ve ~ 


| el ee Wi) 


OO EE OES SS 





1 











June 22, 1922 


THE SPECTATOR 


SELLING USE AND OCCUPANCY INSURANCE 


The Actual Experience of a Live-Wire Agent 


When Joe, the special agent, got word from 
the chief to go down and show some of the 
agents how to sell use and occupancy insur- 
ance he lost no time, but grabbed his hat and 
took the first train for Spriggsville. 

When he reached the agent’s office he met the 
ysual sight of “Jake” sitting in his big com- 
fortable chair with his feet resting on the top 
drawer of his desk (waiting for business). 

“Hello, Jake, what’s new?” 


“New! 
think this town has gone to seed. 
a policy this week.” 

“T came in to sell a use and occupancy insur- 
ance policy for you, Jake?” 

“Use and occupancy! hah! hah! that’s a good 
one. You couldn’t sell use and occupancy in- 
surance in this town printed on dollar bills. 
How do you get that way?” 

Our fast working “special” was not feazed 


Nothing’s new!” answered Jake. “I 
Didn't sell 





a bit; he merely said, “Come on, get your hat. 
Shake that chair and come along with me, I'll 
shew you how to sell one of them.” 

On the way to the North Department Store, 
between gasps from the agent as to how fool- 
ish the whole business was and what a lot of 
time was being wasted, the “special” found out 
the rates for the locality and also some of the 
characteristics, and assured himself that the 

(Continued on page 23) 


THE AMERICAN HABOOB 


We have received a letter from Mr. C. P. L. 
Birch, our agent at Khartoum, the Sudan, 
Africa, making inquiries as regards tornado 
insurance in the United States. He gave us 
the following interesting information in the 
course of his letter on desert windstorms, 
which are the terror of the Arabs and their 
caravans of camels in the Sahara desert. 

It appears from Mr. Birch’s letter that the 
height of a haboob is about five thousand feet, 
nd its speed is usually from eighty to one 
hundred miles an hour. He says that he has 
seen haboobs—as these sandstorms are called— 
stretch across the inverted delta between the 
Blue and White Niles—a distance of between 
thirty or forty miles. 

The color of the 
haboob is red or black, 
according to whether 
it blows over red sand 
desert or alluvial cot- 
ton soil areas. The 
haboob is so dense 
through the precipita- 
tion of this dust that 
the blazing tropical 
sun at midday is com- 
pletely obliterated, and 
the city of Khartoum 
is left in absolute 
darkness. 

On occasions these 
dust-storms have over- 
whelmed and destroy- 
ed companies of the 
Camel Corps on patrol 
duty in the desert, 
who have never been 





Tornadoes, as we in America know 
them, are by no means peculiar to our 
country. Many other climes experience 
similar cataclysms which do fully as 
much, if not more, damage. Recently the 
United States branch of the Royal Ex- 
Company received 
Khartoum an_ interesting com- 
munication regarding the _ so-called 
“Haboobs,”’ which are common there. As 
a result, Everard C. Stokes, the United 
States manager, had prepared a circular 
so good that it is here reprinted. 


change Assurance 
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them. It is true, however, that the great haboob 
spends its terrific force almost entirely on the 
waste desert, where little harm is done, for an 
immense plain of sand, waterless and treeless, 
covers the face of the earth. 

America, however, is not like the desert waste 
where the haboobs blow. Here whenever a 
tornado or windstorm rages cities, towns and 
farms lie in its path, as great a prey to its 
destructive force as fleets of ships at sea are 
to the waves of the ocean. 

Who ever heard of a modern ship sailing the 
sea uninsured? 

But the “ship-of-the-desert” is uninsured in 
the land of the haboob! 
knows if 
his property is safe 
from a tornado any 
more than he knows 
that it is safe from 
fire, but we all insure 
against fire and some 
of us do not insure 
against tornado. It is 
a curious psychologi- 
cal fact that this 
should be so, for the 
damage is the same 
and the cost of repairs 
needs high 
stacks of dollars 
whether caused by 
tornado or by fire. 
Why is it, then, that 
we do not all insure 
against the cataclysm 
of tornado as we do 
against the catas- 


No man 


equally 





heard of again. 

Mr. Birch men- 
tions that a steamer 
called the “Cairo” 
had the whole of her 
superstructure bodily removed by a haboob and 
deposited on the bank of the Nile about half 
a mile off. 


(P. & A. Photo) 
Tuts Is WHat HaprENED TO A WESTERN COLLEGE Dormitory WuicH Lay IN THE PATH 
OF AN AMERICAN Hasoos 


The storm came on so suddenly 


that the dead body of the native captain was 
still clinging to the steering wheel when the 
superstructure ceased flying and came to earth. 

The unenlightened natives of these countries 


do not protect themselves by insurance against 
the loss or damage sustained by the devastating 
vehemence of a haboob. If their mud-huts, or 
date-plantations, or their camels are destroyed 
by these windstorms they accept the calamity 
in their fatalistic way with the resignation 
which nature has so happily bestowed upon 


7 


trophe of fire when 
these twin swords of 
danger hang so men- 

over our 
Just think it 
out and see if there is a reason. We cannot see 
one in this ofice—perhaps you can in yours. 

Do not lock helplessly at a tornado like a na- 
tive in Africa looks at a haboob. You have en- 
lightenment—he has not. Rid your mind of the 
menace of that American haboob. It does not 
cost much! 


acingly 
heads? 
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Closed--- 


but only to friends. Open to the burglar equipped 
with a jimmy and a flashlight! 

Locking the doors and windows keeps out the 
sneak thief but not the house-breaker. Pulling the 
shades and closing the blinds keeps out the sun but 
invites the night prowler. It bids him come, it 
bids him take his time. 

Before your clients go to the shore, to the moun- 
tains, to the lakes, before they leave on their vacation 
trips, before they take their next week-end outings 
see that the valuables they leave behind are insured. 

Selling Burglary, Robbery, and Theft Insurance 
in the summer is taking advantage of the season, of 
the robbery stories and police warnings that are 


THE TRAVELERS INSURANCE COMPANY 


appearing in the newspapers, of the natural desire 
for protection, felt by every householder, as he de- 
parts for relaxation. 

Burglary insurance lets him bid goodbyetoanxiety. 

Travelers burglary policies are broad and liberal, 
providing indemnity for the damage done by bur- 
glars as well as for the things they take, and allowing 
four months “‘permissible vacancy.” 

Travelers burglary settlements are satisfying and 
prompt. There are claim offices within a few hours 
ride of every town and city in the United States and 
Canada. 

Burglary policies are easy to sell. Travelers 
Burglary Policies are easy to sell and easy to renew. 


THE TRAVELERS ana ComPaANY 


Hartford L. F. BUTLER, PRESIDENT Connecticut 


T H E 


T RAVELERS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 


Burglary Insurance provides a mental vacation 
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June 


A fe 
stole th 
he want 
hath; st 
the ins 
so. Th 
000,999 
an even 
non-ren 
and if 
other, | 
What's 
That's 
aaturall 
such pr 

Ever 
suspicio 
fair pe 
to insu 
wanted 
he dest! 
he a ree 

The 1 
propert, 
the hig 
business 
tronage 
would 
premiun 
full cov 
wants a 
hundred 
fenders, 
which ¢ 
conseque 
the care 
against 
willing 
mishaps, 

The p 
ness of 
are mor 
accident 
plication 
from ye 
accordar 
ence, as 
companic 
newal rz 
The e 
8 to offe 
ahigh 4 
and thot 
prove in 
companic 
best way 
Are : 
trifler a 
men wh 
teal nee 
claims f 
courage 
Properly 











June 22, 1922 


\ few days ago some enterprising individual 
stole the motor meter from my car. Perhaps 
he wanted it to test the temperature of the baby’s 
hath; so 1 forgave him and filed a claim against 
the insurance company, apologizing for doing 
so. The agent assured me that he had replaced 
ou,gg9 motor meters and was glad to make it 
an even number. No restrictions as to using a 
nonremovable motor meter were stipulated; 
and if the fellow who took mine wants an- 
other, he can have it. Why should I worry? 
What's $8.65 to a big insurance company? 
That's what they are in business for; and I 
aaturally boost for the company for giving me 
such prompt service. 

Ever since that day there has been a growing 
suspicion in my mind that I had to pay a pretty 
fair percentage of my fire and theft premium 
to insure that motor meter, when all I really 
wanted was assurance that my car would not 
he destroyed by fire or stolen—for that would 
he a real loss. 

The man who carries my liability insurance, 
property damage and collision risk explains that 
the high rate does not seem to stabilize the 
business, but instead tends to eliminate the pa- 
tronage of the reasonably careful man who 
would rather take chances than to pay the high 
premium, while the reckless joy rider insists on 
full coverage and will pay any price for it. He 
yants all or nothing, and would rather pay a 
hundred dollars or more in order to insure his 
fenders, head lights, and windshield, all of 
which could be replaced for a few dollars. In 
consequence, the cost of insurance is high for 
the careful man who wants his car protected 
against severe accidents, but who is entirely 
willing to carry his own risk against trifling 
mishaps. 

The problems which have confronted the busi- 
iss Of automobile insurance in its brief career 
ate more or less the same in the business of 
acident and health insurance, although the com- 
plications in the latter are not so easily adjusted, 
fom year to year, by advancing the rates in 
acordance with the preceding year’s experi- 
ice, as in the automobile lines, few disability 
companies having the courage to increase re- 
newal rates 





The easiest way to sell disability insurance 
Sto offer the full coverage, unlimited policy at 
ahigh premium in order to pay the hundreds 
and thousands of “motor meter” claims just to 
prove ina “Put and Take” game that insurance 
companies do pay. But is the easiest way the 
dest way ? 
Are we not unwittingly encouraging the 
ttiler and eliminating the desirable risks, the 


men who want genuine protection in times of 
real need and who would not think of filing 
tlaims for trifling disabilities if we did not en- 
‘urage them to do so and fail to educate them 
Moperly as to the real purpose of such cover- 
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By EK. C. BUDLONG 


age. In other words, we do pay for “pain and 
inconvenience” instead of actual money loss. 

One day last summer, under protest I was 
induced to “sit in’ at a bridge struggle on the 
wide veranda of a resort hotel. I recognized 
the name of my fair partner as the wife of a 
prominent citizen of my home city, a policy- 
holder in our company. 

“I have never met you before,” said I, “but 
I know your husband very well. In fact, I had 
the pleasure of paying him $750 last spring 
when he was operated on for appendicitis.” 

“Oh, yes, indeed, I remember that,” said she. 
“My husband was very much pleased and is a 
great believer in health insurance. And do you 
know, he has been fighting that old appendix of 
his for fifteen years.” And she smiled up at 
me very sweetly. 

I smiled back just as sweetly and admitted 
that I was not aware of the “fight,” but was 
very glad we had been able to serve him to his 
satisfaction—meanwhile making a rapid calcula- 
tion to ascertain how many thousand dollars of 
premiums it required to net a two per cent un- 
derwriting profit of $750—exactly $37,500 or 
just about the net income from the agency in- 
suring this man who appreciated a “good thing” 
to the extent of seven times the premium paid 
for it. 

The average insurance solicitor goes the 
easiest way. He naturally wants the big~ pre- 
mium business and hangs it on his prospect like 
a hand-me-down suit of clothes, following the 
Irishman’s specifications by giving him “just a 
tight, loose, aisy fit.” And then to guarantee 
satisfaction and continuous renewal a quick, 
liberal settlement goes a long way, regardless 
of whether a real money loss has been sustained, 
and with no attempt to adequately protect him 
in case of a serious loss. 

Much has been written and said about the 
man who goes to Palm Beach or Pasadena on 
a vacation trip at the expense of the insurance 
companies; and heaven help the man who “takes 
up golf” under such circumstances. 

The thought of a serious surgical operation 
and from three to six weeks in a_ hospital 
makes any thinking man see red. At least he 
sees red ink figures, as on check stubs. 

It costs just as much for a man whose time 
is worth two thousand dollars a year to go 
through a hospital experience as it does the 
man who earns five thousand dollars; but un- 
less he insures very heavily, he cannot cover 
the expense. In consequence, in spite of all our 
fine literature, we do not fully meet the actual 
loss unless we overinsure the man. There is 
no connection between the actual cost of a hos- 
pital trip and loss of time. It is just as dis- 
tinctly different as the amount of principal 
sum; and yet we insist on linking these vari- 
ous units together on the basis of weekly in- 
demnity and death benefit when each should 
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THE EASIEST WAY 


Vice-President, Bankers Accident Insurance Company, Des Moines, la. 


stand by itself—“Loss of Life, Loss of Time, 
Loss Other than Loss of Time” as prescribed 
under the Standard Provisions Law. 

I submit that notwithstanding the experience 
of my $750 friend, there is comparatively lit- 
tle moral hazard in connection with surgical 
operations. People do not have them for fun. 
Why not make this a real feature of the policy 
instead of a frill? This feature alone sold in 
units of one hundred dollars with no weekly 
indemnity until after a period of two or four 
weeks would be genuine protection even at a 
higher premium than is charged for an imme- 
diate indemnity policy. 

There are thousands of high salaried busi- 
ness men in America to-day insured for twenty- 
five dollars a week who are warmly basking 
in the memories of a twenty-five or thirty dol- 
lar settlement they once got for a fall from a 
bicycle years ago. A real disability extending 
over a number of months would leave them 
woefully unprotected, since an adequate amount 
of indemnity would cost more money than they 
are willing to pay, the large volume of small, 
short claims forcing the rates up and eliminat- 
ing the careful man who would like to be well 
protected but does not care to make a gambling 
game of his disability insurance. 

There is just as much need for a “deductible 
average” disability policy as there is for a 
similar policy for automobile collision cover- 
age; and any company would gladly put out 
such contracts at moderate rates if the agent 
had the backbone to get out and sell them in- 
stead of encouraging and fostering the “motor 
meter” plan, which is the “easiest way.” 

It is the opinion of the writer that ordinary 
disability policies could be satisfactorily sold 
with a two weeks’, four weeks’, or twelve weeks’ 
elimination period if the insured could be edu- 
cated to carry an amount equal to 80 per cent 
of his average earnings, just.as he buys fire in- 
surance at a reduced rate with a coinsurance 
clause. The sale of such policies would elimi- 
nate to a great extent the petty claim making 
habits and put disability insurance on a saner 
basis than at present; but it is not the easiest 
way, by any means; and until the agent learns 
to study the needs of his patrons and furnish 
them with adequate protection against actual 
loss, the business will be conducted on a motor 
meter basis, and the cost will continue to climb. 

Apparently, the only real effort in this direc- 
tion is in connection with the so-called “non- 
can” policy, the popularity of which has been 
due more to the reduced rate granted for the 
elimination period than to the guaranteed re- 
newal or life indemnity for permanent total 
disability. Both of these features have a legiti- 
mate place in the insurance business, but would 
be just as satisfactory an antidote for the 
mental poison “fear” if such benefits became 

(Continued on page 21) 
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It does not take an agent trying to sell auto- 
mobile insurance but a very short time to 
discover that the cost thereof is his greatest 
stumbiing block. Steadily and year by year the 
cost of full coverage, under both the fire and 
casualty policies, has risen and at present it is 
no little of a problem to induce the owners to 
pay the price. 

Yet, despite the above-mentioned high cost, 
few, if any, of the companies are enjoying a 
profit on the business and many of them are 
undergoing serious losses. 

Agents have become inured to the fact that 
they cannot for the present get much relief 
from the company end. They are beginning to 
realize that they must sell automobile insurance 
with an eye to the moral hazard, carelessness, 
etc., of the assured. The agent without the 
desire to co-operate with the underwriter has 
helped to run up the cost of automobile insur- 
ance, for he has allowed all the derelict drivers 
to become his clients and thus included their 
abnormal expenses with those of the normally 
careful driver. 

No method has yet been devised to correctly 
rate either the moral hazard or the capability 
of an applicant for automobile insurance. It 
is, therefore, necessary for the agent in the 
fieid to use his judgment—and use it well—in 
order to maintain for the companies an under- 
writing standard. This in 
them to hold down the rates. 

The agent selling automobile insurance must 
be of sufficiently broad vision to see the re- 
sults which are bound to accrue to him from 
such a course. 

To every prospect who is chary of automobile 
insurance because of the high rates, the agent 
must explain the reason for those rates. There 
is no excuse for them except the carelessness 
of the insuring public. It is up to the agent 
to help in a reduction of this spirit of careless- 
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ness and to put the business in a position which 
will enable the companies to charge an equitable 
rate and still make a reasonable underwriting 
profit. 

There are but few car owners who do not 
fully realize the need of automobile insurance. 
They see everyday evidences of the fact that 
cars are likely to be seriously damaged when 
in the hands of the most careful drivers and 
they do not have to be long experienced to 
realize the danger of injuring some human life 
The 
need of automobile insurance is evident. Even 
more evident is the need of a public understand- 
ing of the fact that automobile insurance is in- 
surance only and not an unlimited source of 
money for every petty grafter. 


with consequent large damage payments. 


Drivers of automobiles seem somewhere or 
somehow to have gotten the idea that insurance 
is the panacea for all the motorist’s ills. The 
why or wherefore of such an idea is wholly 
unexplainable, but, nevertheless, it is there, and 
it is up to the agent to counteract it. Insurance 
is in reality provided only to indemnify against 
unavoidable and disastrous accidents, but has 
not for its purpose the payments of the repair 
bills nor indemnification for the driver’s care- 
lessness. 

It is eminently true that automobilists are 
often totally unable to afford a car and pay the 
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garage bills, and many such find the insurance 
companies their only recourse. These people 
should never be written by agents, for the 
agents only are in a position to know the appli- 
cant’s financial standing. 

From the standpoint of accident prevention, 
every insurance agent has a big opportunity. 
Accident prevention is a strictly humanitarian 
task, and no one can fairly accuse the agent 
working in that direction of selfish ends. There 
is not a town or city in this United States 
where an active worker in the cause of acc- 
dent prevention is not needed. Not only would 
the effect of such work be of great aid in the 
ultimate reduction of insurance rates, but it 
could also be made to react greatly to an agent's 
benefit, since the publicity attached to it would 
be no small item. It is a sort of publicity 
which fits in very well with the business of in- 
surance. Advising as to means of safety would 
make it easy to advise also as to insurance 
needs. Neglecting accident prevention only 
means more losses and more trouble for the 
agent. Looking after it is a real constructive 
method for curing some of the troubles of the 
business and for securing a larger and better 


prospect list. The training in underwriting 
gained should be invaluable. From a civic 


standpoint, no man could devote himself to a 
better cause. 

When the agents of the country come to 4 
realization of the fact that it is really up t 
them to aid in the reconstruction of the auto 
mobile insurance business, and when they really 
begin to constructively give such aid, they will 
find that many of their present selling troubles 
will automatically disappear. The business 
needs not one but many doctors and the agents 
are the only ones that can satisfactorily fill the 
bill. They are the ones who are in the field 
and can most readily diagnose each individual 
case. 









June : 


’ 


Althe 
damage 
thirty-fi 
is only 
form 0 
as a ne 
mium { 

The § 
evidenc 
that | 
creased 
$1,500,0 
more tl 
in 191¢ 
been sa 
ment 01 
ness, ¢ 
to repre 
ods of : 
lowed t 
“wild « 
operatit 
early 
“hail 1 
but the 
that w 
present 
terms < 
of the 
policy c 
as the | 
ods of 
losses s 
would | 
possible 
ness to 
marka 
which it 
ference 
insurance 
hail ins 
lies. prin 
form of 
method « 
When a 
erty is it 
damage 
Value is 
ance is 
ingly, ar 
damage, 
placemen 
mate of 
growing 
subject t 
Ng seas 
condition 
Steatest 

For th 
be impos 
of a crop 








hursday 














nsurance 
2 people 
for the 
ne appli. 


vention, 
ortunity. 
ynitarian 
le agent 

There 
1 States 
of acci- 
y would 
d in the 
_ but it 
1 agent's 
t would 
yublicity 
s of in- 
y would 
surance 
yn only 
for the 
tructive 
; of the 
1 better 
writing 
a civic 
If to a 


ne to a 
‘up to 
e attto- 
y really 
ey will 
roubles 
usiness 
agents 
fill the 
e field 


ividual 








June 22, 1922 


SOME 


THE SPECTATOR 


HAIL INSURANCE FACTS 


Agents Have to Work Fast and Be on the Job to Get This Line 


By JACOB NELSON 


Superintendent, Hail Department, America Fore Companies 


Although insurance on growing crops against 
damage by hail has been written for about 
thirty-five years by a few stock companies, it 
is only a comparatively short time since that 
form of coverage became generally recognized 
as a necessity by the farmers and a good pre- 
mium producer by the companies. 

The growing interest in hail insurance is best 
evidenced by the fact 
that premiums  in- 
creased from around 
$1,500,000 in 1905 to 
more than $20,000,000 
in 1919. Much has 
been said to the detri- 
ment of the hail busi- 
ness, due principally 
to reprehensible meth- 
ods of adjustment fol- 
lowed by some of the 
“wild cat” companies 
operating during the 
erly days of the 
“hail insurance era,” 
but the fact remains 
that were not the 
present rates, rules, 
terms and conditions 
of the present hail 
policy contract as well 
as the existing meth- 
ods of adjusting hail 
losses satisfactory, it 
would have been im- 
possible for the busi- 
ness to show the re- 


ance at so much per acre in amounts sufficient 
to reimburse them for the actual investment in 
money, equipment, and labor necessary to pre- 
pare the seed bed, plant the seed and cultivate 
the crops until harvest time. During the years 


when the Government guaranteed prices of 
grain, amounts carried per acre were the largest 
known, but when the drop in prices came the 





his investment. When a hail loss occurs, the 
adjuster determines by careful examination of 
different parts of a field how many plants out 
of one hundred have been damaged or destroyed 
by hail. Some adjusters work along a certain 
drill row, others count all of the plants en- 
circled by a hoop thrown into the field, but 
whatever the method used by an experienced 
man who understands 
grain in all of its 
stages of development, 
the results will be the 
same. If the average 
of all counts taken 
shows that fifty-two 
plants out of every 
one hundred have 
been totally destroyed, 
the loss is computed 
on a basis of 52 per 
cent of the amount 
carried per acre on 
every acre damaged. 
In other words, if the 
farmer elects to carry 
$10.00 per acre on one 


hundred acres. of 
grain, his policy is 
issued for $1000.00. 


If loss is adjusted at 
52 per cent the com- 
pany pays the farmer 
$5.20 for every acre 
of grain damaged 
without taking into 
consideration the ac- 





tual money value of 





markable growth 
which it has. The dif- 
ference between a fire 
insurance policy and a 
hail insurance policy 
lies principally in the 
form of coverage and 





America Fore’ 


We write Hail In. 
surance on the fol- 
lowing crops: 


‘ Wheat Barley 
method of adjustment. Rye Corn 
Wh ae : Speltz Alfalfa 

en a piece of prop- Oats Flax 
Sugar Beets 








etty is insured against 
damage by fire, its 
value is known, insur- 
ance is taken accord- 
ingly, and the loss or 
damage, if any, is adjusted on the basis of re- 
placement cost. On the other hand, an esti- 
mate of the ultimate or market value of a 
sowing crop is more or less conjectural and is 
subject to violent fluctuations during the grow- 
ing season, due to soil, climatic and weather 
‘ditions, insect pests, plant diseases, and the 














steatest of all destroyers—hail. 

For these, as well as other reasons, it would 
impossible to insure the actual money value 
acrop. Farmers usually take out hail insur- 


be 


of 


DESCRIBING 
in Rice County, May, 1921 


‘The worst hail storm that eve struck any part of Kansas.” 


It occurred the crop when damage 


occurs, 








{t you could have seen those wheat fields 
Sfteen minutes after that hail cloud “‘spilt,” 
you certainly would have thought so too 
Fifty square miles of the richest farm land in 
the country were flattened out clean; trees 
were stripped of their leaves and many homes 
and barns had to be ceroofed 


ONE OF THE Best EXAMPLES oF Hatt INSURANCE ADVERTISING—ONE oF A SERIES Put Out 


BY THE AMERICA ForE Group OF COMPANIES 
number of dollars of insurance per acre fell in 
a corresponding degree. Under ordinary cir- 
cumstances the present limits of $20.00 per acre 
on dry lands and $30.00 per acre on irrigated 
land for grains and grasses with limits up to 
$200.00 per acre allowed on fruits and vege- 
tables, is sufficient protection for the farmers’ 
actual investment. 

The applicant elects the amount of insurance 
to carry within the above limits and the fault 
lies with him if he does not adequately protect 


II 


Coming so unexpectedly such hail storms 
prove a bitter lesson to those who have trusted 
to luck and gone uninsured 


Many a farmer has 
been ruined by ten 


You will never minutes of hail and, 


be a ‘hailed out’ victim, however, if you in- ¢ ’ 

vest early in the season in American Eagle while it is true that 

{Indemnity The financial strength and loss- ° , 

paying ability of this company is unquestioned some districts are 
more frequently vis- 
ited by hail storms 


than others, no com- 
munity where crops 
are grown is abso- 
lutely immune from 
this Grim Destroyer. To those who extend 
credit to farmers during the growing season as 
well as to the farmers themselves, the matter of 
hail insurance is of vital importance. In a 
great many sections of the West, farmers give 
chattel mortgages on their crops as security to 
their creditors, making loss, if any, payable to 
the mortgagee. Every person, firm, or corpora- 
tion engaged in transacting business with far- 
mers on a credit basis should, therefore, be as 
(Continued on page 25) 
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' ADVERTISING THE SPECIAL LINES 
Many Well-Planned Campaigns Available to Enterprising Agents 


There come across my desk two letters. One 
represents a problem which I judge a signif- 
icant fraction of insurance agents are con- 
fronted with; the other, the failure of one 
agent to adequately meet and solve this prob- 
lem. 

Here is a paragraph from the first letter: 

The occasion has frequently come up when 
business friends and acquaintances of our firm 
would place insurance in certain lines with 
other agencies because they didn’t know that 
we wrote all miscellaneous lines. 

Isn't this rather an amazing admission for an 
aggressive insurance agent to make? Poten- 
tially the very thing and the only thing he has 
to sell is his service; and yet his clientele, those 
men with whom he is doing business, are not 
informed what that service represents or what 
the facilities of the agent’s office are. 

Unless he spreads broadcast so that all may 
know what his business is and what is the 
utility of the service he has to offer—to sell, 
the agent wil! never be strongly fortified in his 
business; he will never have as much fun as 
he might have; he will never do as much busi- 
ness as he should; he will never make the 
money he is entitled to. For regardless how 
meritorious his service may be, it is well to re- 
member that “unknown merit” in a service or 
in a product is more likely to be a liability than 
an asset. 

A paragraph in the second letter: 

Prior to entering the insurance business, the 
writer: spent several years in the advertising 
business and finds the insurance business the 
first business that you cannot count on for re- 
sults from advertising. We have built our 
business slowly and surely but only with pound- 
ing and hammering with direct solicitation and 
every bit of advertising we have done has 
shown no direct results. For this reason we 
have decided to economize and pass up adver- 
tising for this year. 

In one way, this agent’s idea of economy is 
all right. Everyone should know how to prac- 
tice wise economy; but wherever economy has 
contributed to a great cause or to a great busi- 
ness, it has always been closely coupled with 
vision, constructive genius, and a courage that 
never admits defeat. By itself, economy has 
never succeeded. The established order of the 
universe demands improvement, progress. No 
man’ can stand still and no business can stand 
still. We are either going forward, onward, 
upward, or we are going backward. 

A high official in one of the large casualty 
companies wrote regarding this agent’s letter: 

Mr. — is one of our most aggressive and 
capable agents. He unquestionably knows what 
he is talking about when he says that the in- 
surance business is one business where you 





cannot count on direct results from advertising. 
Many of the letters which we have received 
from our agents commenting on the success of 
their advertising ventures come from “two-by- 





By G. WILLIAM ELLIS 


four” agents so that we should give due weight 
to the statement made by a man of Mr. : 
caliber. It is my opinion that advertising ac- 
complishes very little for the insurance agent. 


—'s 





Here is a pretty problem and as important a 
one as any in the agency field: the admission 
of one agent that even his friends and acquaint- 
ances had been giving insurance to other agents 
because they did not know that he wrote all 
miscellaneous lines; the testimony of another 


Tuts Looks Like A VERY Goop CIRCULAR 


agent that advertising fails when applied to in- 
surance; and the astonishing statement made 
by the insurance comany’s official—pessimistic 
almost to the point of prophesying failure for 
the agent who employs advertising as a means 
of increasing his business. 

In the first place, the official must have had 
a had breakfast that morning or lost an im- 
portant compensation risk to a mutual, other- 
wise he would not have indulged in disparag- 
ing the success of “two-by-four” agents. It 
takes no unusual gift of clairvoyancy to per- 
ceive what an immensely important part the 
“two-by-four” agent plays in the insurance 
business. 

The point of view of the insurance company’s 
official is the point of view of a New Yorker 
who has come to believe that America is New 
York, and who has lost the vision of those 
smaller, aggressive towns peopled by alert men 
ambitious to become in their vicinity the 
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dominating factors in their line of business, It 
is the point of view of ten thousand dollar , 
month electric display signs; of six thousand 
dollar per issue advertising pages; of half a 
million dollar advertising appropriations; of 
two thousand dollars a front foot store rent: 
of all the population of Canada crowded into 
a radius of fifty miles. 

In the second place, advertising did not fail 
Advertising never has failed. Men may fail 
to apply properly the principles of advertising, 
but advertising itself is sound at the core, just 
as chemistry or any other science is sound, 

It is the writer’s privilege to be in constant 
contact with agents throughout the United 
States and to counsel with them, to the end of 
solving their advertising problems. Where on 
agent has failed to benefit by advertising, it i 
easy to point to a hundred who have su. 
ceeded. 

I think it is fair to say that part of their 
success is due to the co-operation extended to 
them by the insurance companies they repre- 
sent. For many years, insurance companies 
have treated advertising like a poor relation— 
unavoidable to have around, but unworthy to 
be noticed. Advertising went with insurance 
policies just as a sneeze goes with a cold, or as 
meddler’s itch goes with a blue-law fanatic, 
Suddenly it was discovered that advertising 
could be made not only to satisfy demands of 
alert agents, but actually to increase the under- 
writing volume in the miscellaneous lines. 
This was certainly a discovery, and it resulted 
in competent advertising experts officiating in 
the advertising departments of the insurance 
companies. Naturally the quality and character 
of their advertising underwent a change, and, 
as everybody knows, a change for the better. 

The success of advertising for the insurance 
companies was, however, the reflected success 
of its agents in using the material furnished 
them in advertising their agency, its record ot 
achievement, its service, its facilities, its ideals. 

The aggressive agent to-day has only to 
write to the advertising department of any ot 
his large companies, explaining his plans and 
needs, and these institutions will give him al 
the co-operation at their command, and furnish 
him with an advertising campaign to fit his ap 
propriation, a campaign which, if he had to 
have it prepared, might cost several hundred of 
several thousand dollars. At his disposal i 
window display material, electros for news 
paper advertising, circular letters, advertising 
literature, etc. 

At this point it must be obvious that the 
writer considers advertising the best suited and 
most economical solution to the problem i 
dicated in the first letter. 

One agent accompanies every letter th 
mails out with a slip of paper bearing the ci 
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“Do you Know THAT WE WRITE THE 


tion: 
Rontow1nG CLASSES OF INSURANCE IN THIS 
Orrice?” Beneath this caption are tabulated the 


miscellaneous lines. In bold face type, at the 
end of the list, is this invitation: “If you carry 

any of these or wish to, may we not submit 
figures ?” 

Not content with letting the printed list alone 
carry his message, the agent frequently adds to 
it the warmth of his own individuality and 
personal interest. When writing to a client 
who is insured in some other line, he will write 
in longhand—say, for instance, if he knows that 
his client is a golf player: “Dear Mr. Brown: 
You should carry a golf and game policy. Only 
costs three dollars a year. May I not send 
you one?” 

Do you suppose the friends and acquaint- 
ances of this agent are giving their insurance 
to competing agents? 

Not long ago in a town of no large popula- 
tion, a hardware store was robbed. It was a 
daring robbery and caused considerable local 
interest. The agent with whom the hardware 
store was insured had 
his offices in the same 
block. When the town 
was asleep that night, 
the agent, with several 
assistants, chalked the 
walks in the vicinity of 
the robbery with great 
red arrows and every 
few rods: “For INSIDE 
Dore Asout. ENTER- 
PRISE RoppeRy FoLLow 
Arrows.” The arrows 
led to the door of ‘his 
office 

Not an insignificant 
fraction of the town’s 
population, upon wak- 
ing the next morning 
and finding their walks 
chalked with arrows, 
were inquisitive and in- 
terested enough to find 
out where the remark- 
able arrows led. 

After school, half a 
hundred or so of school 
boys, naturally and _ se- 
cretly interested in that 
romantic character who 
plays so large a part in 
our fiction, the burglar, breathlessly besieged 
the “agent's office for dope.” Needless to say, 
he treated them with much cordiality, for they 
proved very effective little advertisers in spread- 
ing his insurance gospel. 

The next day there was mailed to a selected 
list a letter explaining the salient points of 
the robbery and the prompt and satisfactory 
way in which the insurance carrier reimbursed 
the Enterprise Hardware store for its loss. In 
his letter, the agent. made it obvious that he 
net only provided burglary insurance for the 
average business, but also for the home, and 
accompanying it was a circular he had received 
from his insurance company. Nor did he neg- 
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lect to mention in a postscript that when his 
clients should take down their cars in the spring 
he would be happy to look after the insurance 
needs of their automobiles. 

He also wrote a chatty note to the editor of 
the local paper in which he related the facts of 
the robbery. The object of this letter was to 
give the affair valuable publicity; but it was 
subtly disguised by a suggestion that several of 
the largest insurance companies of the world 
were anxious to handle the editor’s compensa- 
tion business. 

As a result of this one robbery, the agent 
might make a very good candidate for the next 
He is known! On the map! 

What do you imagine he says about advertis- 
ine being a good investment? 

Another agent wrote a letter, a rather re- 
markable letter, | think—for one thing, because 
of its briefness—which he mailed to a large and 
selected list of automobile owners. Let me 
quote it in its entirety: “Dear Mr. Paul: 
I will be at your door tomorrow morning, the 
frst thing, before you leave, to talk to you 


mayor. 











Tuts BEDIZENED ENVELOPE May Not APPEAL TO THE High Low-Brows or THE Low HicuH- 
3rows. But It Very Likety Witt AppEAL TO THAT Vast Majority WHosE YEARLY 
IncoME Does Not ExceEp $3000 


automobile.” 


about the insurance for your 
It was signed, “Your Insurance Advisor, 
John —.” 





The agent had had a cut-out of himself made. 
3v cut-out I mean that he had his photograph 
reproduced and printed on a card and die-cut 
around the photograph. It was punched and a 
string noose tied to it. On the reverse side of 
the tag was a little story about automobile in- 
surance which began: “Good morning, Mr. 
Motorist. You see I have kept my appointment 
and I want you to let me discuss with you the 
insurance for your car.” 

This was another nocturnal campaign, for 
that same evening the agent, with several asso- 
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ciates in cars, stopped at the door of every name 
on the list and hung to the door knob the auto- 
mobile insurance tag. 

The first letter, of course, was followed up by 
others, each accompanied by effective advertis- 
ing material and an invitation to correspond. 
The invitation was a return post-card. 

What do you think this agent would say 
about the use of advertising to sell the mis- 
cellaneous lines? 

An agent out in Ironton, Ohio, has printed 
in the corner of his envelope this roundelay: 


Do you Own AN AvTOMOBILE? ARE YoU 
Dopcinc OTHER Peropte’s Autos? Thos. L. 
Collett, the auto insurance expert, Ironton, 


Ohio, has something to say to you about pro- 
tecting yourself from other people’s autos, and 
your own car, that may save you thousands of 
dollars. Wise men and women seek more in- 
formation—read and be informed—it’s up to 
you. 

It may not appeal to the hizh low-brows or 
to the low high-brows, but when you stop to 
consider that heads of families are divided into 
distinct classes— 

Four per cent earn over $25,000 a year, 
Sixteen per cent earn between $10,000 
and $25,0co yearly, 
Eighteen per cent earn approximately 
$1000 a year, 
-arn 
and 


Sixty per cent 
between $1000 
$3000 a year— 
the envelope very likely 
will prove effective with 
the sixty per cent. 

It is the writer’s firm 
conviction, and a con- 
viction based on the ex- 
perience of a great 
many agents, that ad- 
vertising is not only the 
logical but the most 
economical solution of 
the problem of making 
better known in_ his 
vicinity the agent’s fa- 
cilities and the utility 
of his service. 

The agent who has 
the foresight and the 
commercial courage to 
consumer ac- 
for the busi- 


create a 
ceptance 
ness he is building, is 
life 
work and his investment with a factor of safety 
that thieves cannot break through and steal. 
Judicious advertising is an economic principle 
and a means of enlarging the agent’s business. 


surrounding his 


Its adoption isn't entirely optional; for if he 
doesn't grasp it and put it to work he loses the 
profit he is capable of earning and he will find 
himself competing with agents with greater 
foresight, greater courage. 


A man’s head is like a stranger’s valise; 
people wouldn't know how little there is in it if 
he weren't always opening it. When a man is 
talking he isn’t learning much. 
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A MOUNTAIN OF GOLD 


Many Agents Overlooking a Rich Field in Fidelity and Surety Bonds 
By JAMES R. HILLAS and THOMAS H. GIGNILLIAT 


Associate Managers, Bonding Division, The Fidelity and Casualty Company of New York 


Many a Solicitor successful in the fire, life and 
casualty lines makes no effort to secure the 
bonding business of the clients on his books. He 
knows that some or many of his clients require 
bonding service. But he does not seem to know 
or care who is getting the bonds. He may be 
closer to these clients than his competitor. The 
business may be like the girl who is only wait- 
ing to be asked. Yet the bar that “half a word 
would shatter utterly” scares him off. “Il am 
an insurance specialist,” he tells his friends, “I 
know practically nothing about bonds.” He is 
more than right. If he knew anything at all 
about bonds he would say: “Every bond is un- 
derwritten by the attorney-in-fact for the surety 
company accepting it. In the great majority of 
cases a completed application will contain all the 
necessary information. When you need a bond 
let me know.” 

The insurance solicitor who knows and uses 
this little speech must regard with sardonic 
amusement his many competitors who refuse to 
learn it or believe it. In taking the applications 
of his clients he has learned something about the 
underwriting of bonds and his cryptic utterance 
on the subject furthers the impression among 
the uninitiated that the bonding lines are too 
difficult for the general solicitor to handle. This 
impression has a solid basis in those submissions 
on the border line of acceptability. Much can 
be done by the “bonding specialist” toward 
bolstering up such a case with documents and 
information that make it acceptable business to 
some surety company. But the solicitor who is 
“wise to the game” knows the general run of 
business is taken by any company fortunate 
enough to get the application. He uses the lit- 
tle speech referred to under the firm conviction 
that it is better that he submit the applications 
of his clients to a surety company than for a 
competitor to do so. 

Since it appears that the knowledge neces- 
sary to the solicitation and submission of a bond- 
ing risk consists principally, if not solely, in 
taking the application on the proper form, let 
us examine this seemingly simple feat for the 
reputed difficulties. The broker who believes 
“a little knowledge is a dangerous thing” can 
always get the facts in a given case, transmit 
them to a surety company representative and 
ask that the proper form be sent him. But the 
broker need not depend on the surety company 
representative. There are ten or twelve applica- 
tion forms used by the surety companies, of 
which seven or eight will answer the require- 
ments of the general solicitor. How long should 
it take Mr. General Solicitor to learn the 
names of seven or eight “prospects” so that he 
will recognize them on sight? It should take 
him about as long to name and recognize the 
common types of bonds. If he is a thorough- 


going solicitor he would analyze the informa- 
tion supplied him by his prospects to determine 
their insurance needs. The same time spent on 
analyzing the bonding applications should im- 
press their common-sense differentiations in- 
delibly on his memory. For instance: 

Bonds are divided in two general classes: 
Fidelity bonds and surety bonds. A fidelity 
bond guarantees honesty. A surety bond guar- 
antees honesty and something more. Different 
forms of application are used where fidelity ap- 
plicant is to be bonded (a) as an officer or em- 
ployee in a business, banking or mercantile 
house, (b) as a public official, and (c) as an 
officer of a fraternal order. In the surety class 
different forms are used where the bond is to 
be given (1) by the plaintiff or defendant in 
court proceedings (court bonds); (2) by in- 
cumbents of positions of trust appointed by 
court order, such as administrators, receivers in 
bankruptcy, etc., (fiduciary bonds) ; (3) by ap- 
plicants to a municipality or State for license 
(license bonds), and (4) by contractors under- 
taking to supply labor or material (contract 
bonds). Most of the surety companies have (5) 
a general form to be used by applicants for in- 
demnity bonds and credit guarantees of a mis- 
cellaneous character. In all cases the financial 
statement of the applicant is an underwriting 
consideration of the first importance. Where 
the bond guarantees the payment of money col- 
lateral security is a usual requirement. 

The client who says to his broker, “I want a 
bond,” will not know the trade name of the 
bond he desires. But he will know that he 
wants to bond his office help or salesmen, or 
that he has been appointed to some public office 
or to an office in his lodge that requires the giv- 
ing of bond. The broker produces the applica- 
tion, sees to it that it is completed and his labor 
is over. These are fidelity hazards and the com- 
pany will conduct the usual investigation. Or 
it may be that the client wishes to appeal from 
a decision of a court, or that he has been named 


HIS |\n. 


~ 


LAWYERS| ~~~. 


executor in the will of some deceased relative, 
or has been asked to give bond in connection 
with a contract or in order to secure a needed 
license from the city. If we assume that the 
client is a manufacturer or merchant requiring 
an indemnity bond from a retiring partner we 
will exhaust the classifications mentioned above 
under surety bonds. 

There are, of course, other types of bond 
that might be required by this client. If he 
imports or exports goods he, or his importing 
house, must give bonds running to the Govern- 
ment guaranteeing the payment of duties, pro- 
duction of invoices, etc., called custom house 
bonds. However, such bonds do not often come 
the way of the general solicitor. If the client 
is an officer or director of a bank he may con- 
trol some of the bank’s bonding business. Banks 
are in the market for an exceedingly broad form 
of fidelity bond known as bankers’ blanket coy- 
erage, and for depository bonds (bonds guar- 
anteeing the payment to the State, municipality 
or private individual, of funds left on deposit), 
The general solicitor who has an opportunity 
to secure such business will do well to get in 
touch immediately with a surety company repre- 
sentative. The diagram shown below will serve 
to illustrate the possible’ relation between the 
client who is a merchant or manufacturer and 
the bonds that have been mentioned. 

Every solicitor numbers among his clients 
men who are merchants, manufacturers, con- 
tractors and politicians. Yet not one in ten 
solicitors makes any serious effort to secure the 
bonding business these clients control. The 
man who looks at this diagram and then classi- 


fies his clientele by business and _ profession 


with a view to determining the bonding pros- 
pects and with the idea of finding out who is 
getting the bonds will soon be convinced that 
some knowledge of the bonding lines is more 
than worth his while. 
It is not the purpose of this article to con- 
(Continued on page 25) 
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THE SPECTATOR 


UNPRECEDENTED PUBLICITY 


Burglary Insurance in Every Modern Newspaper 


For the year 1921 burglary insurance pro- 
duced premiums totalling $20,000,000, which 
represents $3,868,000 in commission to agents 
and brokers. 

The rapid growth of burglary insurance may 
be attributed to the unprecedented crime wave 
and the tremendous increase in the values of 
furs, silks, jewelry and other merchandise at- 
tractive to burglars and thieves. 

To the existing conditions which create a 
natural demand for protection against all forms 
of burglary, theft and robbery must be added 
the tremendous force of publicity which this 
branch of the casualty business has received 
in the past few years. 

It is doubtful whether any other line of casu- 
alty protection has ever enjoyed more diversi- 
fed advertising than burglary insurance. 

In almost every issue the daily press features 
a startling account of a burglary, robbery or 


hold-up. Editorial comment is made in regular 
intervals on the so-called “Crime Wave” and 
the suggested ways and means to check the 
utter disregard for law and order. 

Political parties, alarmed at the protest 
against the continued plundering of homes and 
business places, seek public endorsement on a 
proposition to rid the community of criminals. 

Police officials, helpless in their efforts to 
safeguard property, distribute carefully pre- 
pared pamphlets indicating to the merchant and 
householder how to best protect themselves 
against a burglarous attack. Private citizens 
are urged not to display jewelry and other 
valuables. The existence of increasing num- 
ber of criminals is admitted and the co-operation 
of the property-owner is invited to discourage 
and prevent crime by removing the temptation 
Vigilant organizations are formed in 
Public-spirited 


to rob. 
many cities to combat crime. 


citizens, individually and collectively, are ap- 
pealing to the proper authorities asking for 
greater activity in the apprehension and prose- 
cution of criminals. 

Burglary insurance companies, quick to grasp 
the possibilities of the situation, are overlook- 
ing no opportunity. A most aggressive cam- 
paign of education of the public is in full oper- 
ation. Cleverly written circulars are drifting 
through the mails setting forth how protection 
against all forms of burglary, robbery and 
theft may be obtained. Well-worded advertise- 
ments in the daily newspapers, magazines re- 
inforced by publicity articles rich with facts 
establishing beyond all controversy that burg- 
lary, theft and robbery losses are more numer- 
ous than those reported under fire, or any other 
casualty line. Reading matter establishing in a 
most convincing manner the futility of depend- 

(Continued on page 23) 





FLOOD INSURANCE deh si 
Early Spring a Favorable Time to Push This Line 


I'loods strike the country the year around 
from various causes, but there is no time 
like the spring for the most of them. There is 
one thing about flood insurance, and that is, that 
property-owners in every valley town are pros- 
pects sooner or later. Every year as deforesta- 
tion of the country continues the number of 
these prospects continues to grow. 

Floods are in many cases caused by barren 
watersheds which are no longer able to absorb 
abnormal amounts of water. Thus the melting 
snows in the spring are carried at once ocean- 
ward and as a result every small stream is 
swollen and many cellars full of valuable mer- 
chandise are flooded and the contents damaged 
and entirely ruined. 

Find out the flood records throughout your 
territory, Mr. Agent, and then solicit every 
owner whose property has been below the high- 
water mark, 

Even then the prospect list is not exhausted, 
for, in many cases, streams that have been 
dammed up might at some time burst their bar- 
tiers and exceed all former records and do 
much greater damage than any spring freshet 
would ever do. The power behind the suddenly 
teleased waters of a dammed-up stream is enor- 
mous and in such a flood the damages are likely 
0 be exceedingly heavy. There are a large 
tumber of prospects who own property in con- 
‘tant danger of such a calamity who should be 
made fully aware of their danger and thus put 
Na receptive mood for the flood insurance 
agent, 

Still another sort of a flood results from 
the so-called cloudbursts which periodically oc- 
When one of 





these downpours comes along, no one is im- 
mune and floods are likely to occur in the most 
unexpected places. A storm of this kind, in a 
very short time, drops an enormous amount of 
water on the countryside which must find its 
way to the natural watercourses immediately. 
There result streams and floods in places hither- 
to always high and dry. 


Early spring is always the best time to solicit 
this line, for it is then that property-owners are 
bound to be a bit doubtful as to what will hap- 
pen when the winter break-up occurs. It is at 
this time that the fates are most likely to co- 
operate in an unexpected way and _ suddenly 
cover a whole countryside with muddy water 
and debris. 
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WHERE DO VALUES STAND? 


Where do values stand now? How can the 
agent assure his client of adequate but eco- 
nomical protection? What can he offer to 
throw some light into the dark ignorance of 
value fluctuations now that we have passed 
through the worst of the storm and are emerg- 
ing upon the gentle decline of price levels? 

These are some of the questions which con- 
front the insurance agent at this time, upon 
which the appraisal organization may be of some 
assistance. Appraisals are not a new factor 
to the property-owner or to the agent, and their 
use, in some form or other, of necessity dates 
from the inauguration of property protection 
through fire insurance. 

But as business conditions change and ex- 
pand, so appraisals have altered to meet new 
demands, until to-day the scientific property 
valuation is a business auxiliary which every 
agent can do well to understand completely. 

Whether the insurance be blanket or general 
form, its proper placement must depend pri- 
marily upon an exact knowledge of the property 
values. The property-owner must know first of 
all the total over-all values of his property. 
He must know, then, the value of those por- 
tions which are not to be insured in order that 
these values may be excluded from his cover- 
age. He must have a distribution of his insur- 
able values in accordance with buildings or 
risks, both in the establishment of rate and in 
the placing of insurance amounts in keeping 
with coinsurance. 

Such data cannot readily or safely be deter- 
mined through mere estimate if insurance is to 
be as scientific as both the agent and the owner 
would desire. The owner cannot obtain the 
information from his books, because book 
values are notoriously out of line with actual 
or insurable values. 

It may be well here to point out some of the 
many reasons which tend to cause a divergence 
between book values and appraised (or true) 
values. First, of course, at this time, is the 
influence of price fluctuations. The course of 
the price curve during the last few years has 
been so erratic and has been marked by such 
soaring heights that book values are out of line 
almost as soon as they are written upon the 
books. 

Next in importance are those frequent con- 
ditions which make it so difficult for the ac- 
counting department of a company to keep the 
same accurate record of the dollars which it 
has invested in property as it does of those 
which remain in or frequently return to cur- 
rency. In analyzing specific cases the agent will 
find any one or all of the following conditions 
to be alarmingly frequent: 

1. Capital expenditures may have been charged 
to expense or vice versa. 


2. Depreciation may have been determined 


arbitrarily in accordance with some pre- 


By G. R. COLBURN 


The American Appraisal Company 


conceived policy, resulting in an ex- 

cessive, insufficient, or erratic charge. 

3. There may have been a failure to discrimi- 
nate between renewals and those minor re- 
pair charges which should have been ab- 
sorbed in depreciation, or charged to ex- 
pense. 

There may have been a failure to include 
all costs involved in plant construction, 
maintenance, or (particularly 
where some or all of the work was per- 
formed by plant labor). 

5. The properties may have been enlarged, 

revamped, and changed in such manner 


te 


additions 


as to lose correct record of the original 
investment. 

6. Earnings may have been put into the prop- 
erties without proper analysis. 

7. Original records may have been lost. 


It will be readily recognized that any of 
these conditions will inevitably result in a 
fictitious statement of the actual investment, and 
when with this is coupled the essential differ- 
ence between investment (or cost) and value, 
the danger of utilizing book records as a basis 
for placing insurance becomes obvious. 

Many agents have found it difficult to demon- 
strate to a property-owner the actual extent of 
the fluctuations in and their present 
change. Prices, and with them values, have 
fallen from such heights that many believe they 
are well nigh down to pre-war levels, and that 
as a consequence book values or old appraisal 
values are adequate for assuring ample protec- 


values 


tion at this time. 

But while prices are not down to pre-war 
levels, they have stabilized. There will be many 
minor peaks and valleys, of course, but in the 
average further decline will be gradual and 
will cover a long period of years. 

In this connection, the following figures may 
be of interest to the agent and the property- 
owner alike in analyzing insurance needs at this 
time. They were compiled by averaging con- 
ditions and prices in a large number of in- 
stances, and as a consequence are approximately 
correct, though their application to specific 
properties is dangerous and cannot be safely 
attempted : 


AVERAGE PRICES SINCE 


(Expressed in percentages) 


1913 





CMR 6556 S55s a 5 2is5'0e 100 
DG a5 os easter one 100 
MATIN ie 5.xc.ca: Sores CdS 100 
TS RR ree ee res ee 100 
ROME. 3 ihresala Fecpielec re 100 
Metal working mach....100 
Misc. industrial equip...100 
Building equip. ........ 100 


*Increased efficiency taken into consideration. Wide 
variance in different localities. 


Since the peak prices, the value of a few 
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typical plants has declined approximately 4 
follows: 
textile mill 


PUUPSANOIMML oere rata cd oie eer 30% 
PS “TOE AL viscid ions csr eo ean ; 


oe 


‘\ woodworking plant ............. i 30% 
A metal working plant................. 2507, 
AL pEUtting Pane <0 5 secs s a kee 200, 

cose 20% 


The application of these figures to an ip 
dividual property is, of course, an appraigg 
problem, requiring careful examination of the 
properties and a precise knowledge of the Price 
and labor conditions in that particular com. 
munity. 

It will be appreciated, therefore, that muh 
if not all of the value of an appraisal lies jn 
its absolute provability. Theoretically, the ape 
praisal has not fulfilled its complete mission 
from an insurance standpoint until it has had 
an opportunity of supplying the necessary data 
for adjusting a loss, when specific detail and 
substantiability are of primary importance. 

The appraisal does not necessarily, at this 
time, assure a reduction in rate, but it does sup- 
ply the facts for determining a just and ac. 
curate rate. It provides the agent with all the 
information necessary for meeting the fullest 
obligation both to the insured and to the insu. 
ance companies. In recommending appraisals 
for insurance purposes the agent is urging upon 
his client a necessary auxiliary for intelligent 
insurance and an invaluable asset in meeting all 
of those problems of financing, accounting, and 
taxation which involve the investment in, value, 
and utility of capital assets. 


Developing the. Special Lines 

(Continued from page 5) 
ering risks of fire, lightning, transportation, 
tornado, flood, theft and breakage constituting 
practically an all-risk cover. Radium being 
found in the hands of high-grade physicians 
and surgeons and at the leading hospitals, of 
fers a good opportunity for developing a favor- 
able clientele in other classes, in addition to 
writing this particular form of cover. Radium 
policies are usually for large demonimations 
and the class is well worth the effort of 
licitation. 

IVind-storm and tornado: There are cét- 
tain sections of the country where this form 
of insurance is placed as readily as the fire 
covers, but no community is immune from the 
ravages of nature and wind-storms and tor- 
nadoes may occur at any place. The rates are 
based on territorial experience and all agents 
should be well prepared to solicit and write 
this class. 

Hail: This class of insurance is sold pfil- 
cipally to cover growing crops against loss of 
damage by hail storms. There are wide areas 
in this country where this class of protection 
is needed by farmers. Agents in such com 

(Concluded on page 25) 
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TOURISTS BAGGAGE INSURANCE 








The number of people who travel these days 
;s enormous and the number of them who carry 
q tourist baggage policy is certainly very low. 

Everyone who travels carries baggage, and 
most people carry large amounts of it and gen- 
erally of considerable value. There can be no 
very low in proportion to the coverage offered, 
deprived of valuable baggage containing at least 
the essentials of a complete wardrobe and no 
funds forthcoming with which to replace the 
lost articles. 

Even the small town insurance agent can com- 
plain of no lack of prospects in this line, and 
in the large towns the number of them is count- 
less, There are a great many ways of getting 
in touch with them, but the best way is to stop 
and think for a moment and most any agent 
could run off a long list of prospects as a result. 

The premiums on tourist-baggage policies are 
very low in proportion to the coverage offered 
which is very wide and protects the policy- 
holder from every hazard imaginable. Thus 
the agent is offered a particularly wide field, for 
the cost is within the reach of the scantiest 
pocketbook. 

The need for such coverage is constant. One 
can read almost daily of some accidert on train 
or boat that resulted in loss to the passengers’ 
haggage. There are frequent hold-ups in the 
West, floods are no uncommon occurrence. » &@ Ae 
Fires in hotels are frequent and usually dis- 
astrous. Despite the best modern safeguards 

(Continued on page 25) 
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ee $5,110,025.67 
Reserves............ 3,610,025.67 
Capital $750,000.00 
Surplus 750,000.00 


Surplus to 
Policyholders....... 1,500,000.00 


All lines of Casualty Insurance and Fidelity 
and Surety Bonds. 


Correspondence invited relative to agencies 
from Territories where we are not represented. 











EXCESS COMPENSATION 


AND 


CASUALTY COVERS 


Liberal Contracts—Low Rates 


FINANCIAL SECURITY 


Assets $6,000,000 Net Surplus $2,000,000 


Surplus and Reserve $5,700,000 


AN AMERICAN COMPANY 


SEE 


HENRY W. IVES AND COMPANY 


Underwriting Managers, U. S. 


INCORPORATED 1910 


75 Fulton Street, New York 


Phone: 6727 Beekman 


WE DO RECOGNIZE AND PAY 


Full Commissions To Brokers and Agents 
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SPECIAL LINES WRITTEN BY THE COMPANIES 


About Twenty-three Per 


Considering the data of fire and fire-marine 
insurance companies, 90 per cent to 95 per cent 
of the total business in 1921 was written by 
companies whose statistics have already been 
tabulated in Tue Spectator. A classification 
of their business indicates that about $553,000,- 
000 of premiums, out of a total of $713,000,- 
000, represented fire business, the other $160,- 
000,000 of premiums having been written on 
other classes of risk. The loss ratio on the 
fire business was 58.6 per cent, the losses hav- 
ing been about $324,000,000. 


OcEAN MARINE INSURANCE 


The ocean marine insurance business in 1921 
was very unprofitable, the loss ratio of the fire- 
marine companies having been about I1I2 per 
cent upon over $33,000,000 of premiums. This 
class of business is not confined to agencies in 
cities on the seaboard, but may be secured by 
agents in inland towns wherever customers are 
doing business with foreign countries. 

Marine insurance is a necessity to shippers, 
not only as a means of protecting themselves 
against loss on shipments, but to enable the 
shipper to realize, if so desired, at once upon 
goods shipped abroad, thus facilitating further 
business and enabling a quicker turnover of 
capital. 

There is room for much care in ocean ma- 
rine underwriting, and the relative desirability 
of business depends upon a number of factors. 
Among these are the coverage desired, the ves- 
sel, the destination, the place of shipment, the 
class of commodity, the character of packing, 
etc., and the drawing of the contract requires 
care to meet special conditions. Goods which 
are very susceptible to damage are generally 
covered under the “free from particular aver- 
age” clause. Agents working up ocean marine 
business should submit the particulars men- 
tioned to the marine underwriter of their com- 
pany for their territory, giving also, of course, 
the name of the party to be insured, and such 
facts as are obtainable as to his standing. 


INLAND MARINE INSURANCE 

The fire-marine companies referred to wrote 
nearly $17,000,000 of inland marine premiums 
last year, upon which the loss ratio was about 
62 per cent. Inland marine is a rather elastic 
term, which covers a number of sub-divisions; 
for example, tourists’ baggage insurance, which 
affords protection to travelers against the ordi- 
nary hazards of transportation, while traveling 
for pleasure or business. The kind of insur- 
ance designated as tourists’ baggage covers per- 
sonal effects, as described in the policy, belong- 
ing to the insured or members of his household, 
generally including guests, employees and board- 
ers, and protects property while outside of the 
permanent residence of the insured, including 


Cent of Premiums of Fire Companies Consists of 


Special Line Business 


while in transit in the United States, Canada 
and other specified geographical divisions. The 
insurance protects against fire, lightning, risks 
of navigation and transportation, and theft 
(under specified conditions). The policy con- 
tains certain exclusions, specifying risks not 
covered thereby. Agents can readily write this 
business for those who do much traveling, and 
those who are intending to be absent from home 
on vacations, as the rate is very low and the 
protection is generally needed under such con- 
ditions. 

Many travelers and vacationists are given to 
worrying about their personal effects while 
away from home, and would be glad indeed to 
be relieved of such worry at the small cost of 
tourists’ baggage insurance. 

Anothér form is the personal effects floater 
policy, which, while somewhat similar to the 
tourists’ baggage insurance, constitutes a 
broader coverage including theft, pilferage and 
larceny. Thus this policy covers, for example, 
the insured’s clothing while in custody of rail- 
roads or transfer companies, or while in club 
lockers, tailors’ and laundry establishments, 
hotels, etc. As the moral hazard attached to 
this liberalized form is considerable, agents 
must be cautious in their acceptances. 


ParceL Post INSURANCE 

Everyone is familiar with parcel post, and 
knows that such mail matter may be insured 
by the Government. Nevertheless, business 
houses sending out many packages by mail will 
find that the insurance companies provide very 
convenient forms of insurance, either through 
the certificate form or the coupon form. In- 
surance companies offer protection on both un- 
registered mail and parcel post packages, and 
upon registered mail or government insured 
parcel post matter. The companies offer liberal 
protection at reasonable rates, and the neces- 
sitv for such protection is indicated by the huge 
number of packages that are unclaimed every 
year. An advantage of this class of business 
for the agent is that it is likely to automatically 
renew and grow, so that from even a small start 
a considerable business may be worked up. 


Motor VEHICLE INSURANCE 

About $75,000,000 motor vehicle premiums 
were written by the fire-marine companies re- 
ferred to, in 1921, upon which their loss ratio 
exceeded 76 per cent. While this result was 
very unsatisfactory, the motor vehicle insurance 
business continues to be a large factor among 
the special lines. 

That there is a constantly increasing market 
for automobile insurance is indicated by the 
fact that in May, 1922, the shipments from 
automobile factories numbered 382,000 cars, or 
a number over 50 per cent larger than the ship- 
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ments of May, 1921. It is clear from this rec. 
ord that the number of cars in commission is 
yearly increasing at a great rate, and that the 
live agent who keeps track of the receipt of 
new cars in his vicinity can steadily increase 
this branch of his business. Of course, in ad- 
dition to the sub-divisions of automobile jp. 
surance written by the fire companies there are 
the branches covered by the casualty companies, 
which probably produce fully as much premium 
income as goes to the fire companies. 


TorRNADO INSURANCE 


In 1921, tornado insurance was a reasonably 
profitable branch, though for the fire jin. 
surance companies tabulated the premiums only 
amounted to about $18,000,000, upon which the 
loss ratio was about 34 per cent. In certain 
sections of the country tornado insurance js 
nearly as much of a staple line as 1s fire insur. 
ance, but in other sections, as in the northeast. 
ern Atlantic States, where there are only oc- 
casional storms which do much damage to prop- 
erty, the necessity for tornado insurance js 
more lightly regarded. Nevertheless, the cost 
in such districts which are less susceptible to 
damaging storms is so relatively small that 
every property-owner carrying fire insurance 
ought also to carry tornado insurance. 

It is claimed that 75 per cent of the fire loss 
of the country is preventable, but it is ob- 
vious that no amount of human care can avoid 
the occurrence of a tornado or windstorm; 
hence, even the most careful property-owner, 
who might believe that he could avoid having 
a fire, should carry tornado insurance. Every 
now and then a terrific storm sweeps down 
upon some portion of the country which is not 
considered as being generally subject to storms 
of damaging proportions, as witness the recent 
storm at New York, which caused over sixty 
deaths and much damage to property. Every 
owner of a home or business property should 
be protected against such loss. Lenders of 
money on mortgage, and particularly those 
who loan upon residence properties, where the 
destruction of a mortgaged home might re- 
move most of the protection of a mortgage, 
ought to insist upon tornado insurance as addi- 
tional protection to fire insurance. 


TRANSPORTATION INSURANCE 

There are several varieties of inland trans- 
portation coverages, in addition to tourists’ 
baggage and parcel post. Among these may 
be mentioned insurance of motor truck contents, 
jewelry floaters and salesmen’s samples. With 
the great growth of express business by motor 
truck, and the large values that are frequently 
carried in this manner, there is necessity for 
much insurance of this nature, and the wide- 
awake agent in the vicinity of a busy shipping 
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an build up a sizable business of this 


point ¢ ; 
kind. There are close to 1,000,000 automobiles, 
out of about 11,000,000 in use, which are of 


commercial types. This huge carrying capac- 
ity indicates the opportunity, not only for the 
insurance of the cars, but of the contents. The 
latter are subject to all the risks of trans- 
portation, under all conditions of roads and 
weather, and there are various classes of in- 
terests involved. First, there is the owner’s 
interest in his goods which are being trans- 
ported by other carriers; then there is the legal 
jiability of the truckman, and in many cases 
the owner’s interest in goods being transported 
in his own trucks. One common form is the 
trip or certificate cover policy; another is the 
blanket policy or floater for owners transport- 
ing their own goods. Then there is a limited 
form covering the owner of goods being shipped 
by public truckmen, and still another form 
covers the legal liabil- 
ity of truckmen for 
other people’s goods 
in their possession. 
The agent who is ob- 
servant and keeps his 
mind working can see 
many an opportunity 
for thus adding to his 
business and giving 
better service to his 
clients. 


CoNSEQUENTIAL 
LossEs 


Aside from the in- 
surance of property 
against direct loss by 
fire, the occurrence of 
fre imposes many 
consequential § losses 
upon business houses. 
Among these are the p 
loss of profit or com- 
mission due to the 
temporary stoppage of 
business by fire; the spoiling of goods due to 
the cessation of refrigeration due to fire; the 
loss occasioned by the continuance of salaries 
and overhead expenses during a non-productive 
period following a fire. These indirect losses, 
and others, are now covered by insurance, such 
a use and occupancy and profit or commission 
covers. The enterprising agent can frequently 
lam from his customer how indirect losses 
might affect his interests, and may find that he 
can add to his customer’s protection. 


. & A, Photo 


Hatt INSURANCE 

The insurance of crops against damage by 
hal it is understood to have originated some 
lorty years ago among growers of tobacco in 
Connecticut. This class of insurance grew 
‘owly, but of recent years has been taken up 
ty the more important stock fire insurance 
Companies, as well as by numerous mutual com- 
patues, and last year the hail insurance pre- 
mums in the United States amounted to about 
%10,500,000, while in Canada they reached the 
‘im of $4,250,000. Hail storms are more 


Mevalent in certain sections of the country than 


ExpLosion INSURANCE Fs NEEDED IN SOME UNEXPECTED PLACES. 
AT HarvARD UNIveERsITY AFTER A BotrLe oF LiQuID OXYGEN EXPLODED 


etc. 
heating system, pipes, tanks, standpipes, etc. 
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in others, and farmers in the districts frequently 
visited by hail storms are naturally more likely 
to take hail insurance than are those in sections 
seldom afflicted by such storms. Nevertheless, 
terrific hail storms occasionally occur in sec- 
tions which are ordinarily exempt therefrom, 
and progressive agents can often induce far- 
mers, market gardeners and florists, etc., in such 
more favored districts, to take hail insurance. 
The latter ought to sell nearly as readily as 
tornado insurance, which last year produced 
nearly $18,000,000 of premiums in the United 
States. The more fully a farmer is protected 
by various classes of insurance, such as fire, 
tornado, hail and live stock, the better will be 
his credit at the bank. 


SPRINKLER LEAKAGE AND WATER DAMAGE 
INSURANCE 


Quite a number of fire and casualty com- 
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panies are now writing sprinkler leakage insur- 
ance to protect owners of sprinkler-equipped 
plants against damage by the accidental break- 
age or leakage of such equipment. Last year 
the premiums collected by fire insurance com- 
panies in this branch were about $1,300,000, 
while the Icsses only required about one-third 
of this sum. 

An extension of this idea has led to certain 
against water 
damage in private whether from 
leakage in plumbing systems or from damage 
This plan of insurance also 


companies issuing insurance 


dwellings, 
by rain and snow. 
applies to hotels, apartments, public buildings, 


Such insurance also covers injury due to 


Water damage insurance costs little for pro- 


tection of private houses, and ought to sell on 
sight to the average property-owner. 


AND OccUPANCY, AND PROFITS 
CoMMISSIONS INSURANCE 


USE 


AND 


A growing sub-division of fire insurance is 


that stvled use and occupancy insurance. This 
is designed to cover loss occasioned by the in- 
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Tuts Was THE LABORATORY 


ance. 
etc., insurance in 


terruption of business by such causes as fire, 
Every manufacturing or 
mercantile concern whose business would suf- 


explosion, riot, etc. 


fer by its interruption—and this includes 
practically all business concerns—should carry 
this form of indemnity. It is practically as 
necessary as fire insurance, and should be sold 
by agents as complementing and supplementing 
fire insurance. 

More particularly, use and occupancy insur- 
ance covers loss of profits, and maintenance 
expenses or charges, due to a suspension of 
normal operations. The loss of commissions 
due to the same cause is but another form of 
the use and occupancy or profits insurance. 
Among the items which can be made good by 
this form of insurance, which are either direct 
losses or continuing expenses, are the profits 
which would have ordinarily accrued from the 
operation of the business; rent or its equiva- 
lent; interest on obli- 
gations; wages of 
skilled workmen, and 
other maintenance or 
fixed charges. 


RENT AND LEASEHOLD 


INSURANCE 
In brief, rent or 
leasehold insurance 


covers the loss of in- 
come from rents, or 
the loss of use of 
premises occupied by 
the owner. Every 
property-owner or les- 
see ought to protect 
himself against the 
loss of income by non- 
usability of his prop- 
erty, and this class of 
imsurance affords him 
the means of doing 
so. This form of in- 
generally is 
cover the 


surance 
written to 
nen-use of property occasioned by fire or tor- 
nado, and agents who neglect to sell such in- 
surance to their fire and tornado clients are 
overlooking a good money-making opportunity. 


Riot AND Civit CoM MOTION 
The class of indemnity designated as riot 
and civil commotion has_ largely 
grown out of the conditions which existed dur- 
ing the war. It is designed to supplement fire 
insurance by covering hazards which are not 


insurance 


embraced in the fire policy, embracing riot, in- 
surrection, civil commotion (including strike, 
explosion due directly to any of the foregoing 
causes, and also explosion occurring from other 
causes). However, damage caused by explo- 
sion originating within steam boilers, pipes, etc., 
is.usually excepted. This is another branch of 
insurance which is often sold with fire insur- 
The premiums for riot, civil commotion, 
192I amounted to about $3,- 


500.000, showing that the line is one which 
should not be neglected. Employers are 
easily convinced of its value im case of a 


strike. 
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ESTABLISHED 1869 


The Super Service Company 


The London Guarantee and Accident Company has up-to-the-minute service in every 
line. Every kind of business is increasing now and. the hard-times are past. This 
company offers a splendid opportunity to the agent who will seize the moment when 
business is good to push the special lines of insurance. 


LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


F. W. LAWSON, General Manager 
HEAD OFFICE: CHICAGO, ILLINOIS 

























































Check Alteration-- 
Forgery Insurance 











NE of the recent additions to the Multi= 

ple Lines of the Maryland Casualty 
Company is Check Alteration=Forgery In- 
surance. 


i 


The Maryland Agent is thus given the 
opportunity to serve his clients in an addi- 
tional and useful capacity and at the same 
time increase his source of revenue. 
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Maryland Casualty Company 


Baltimore 





Protects the Bank Account 
from Exposure 


Casualty Insurance - - Surety Bonds 
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EaRTHQUAKE, EXPLOSION, RAIN AND Crop 
INSURANCE 
Other lines written by some of the fire in- 
gurance companies include coverage against 
joss by earthquake (excluding fire loss), ex- 
plosion (except such explosions as are covered 
I by steam boiler and fly-wheel policies); rain 
insurance, which provides against losses due 
to the occurrence of rainstorms upon particular 
F dates, leading to losses in connection principally 
with outdoor entertainments ; and crop insur- 
ance, a relatively new development under which 
companies insure against various kinds of dam- 
age to growing crops, including injury by in- 
Date etc. These can hardly be regarded yet 
as staple lines, though they are gradually grow- 
ing in importance, and almost every agent will 
have an opportunity at some time to sell insur- 
F ance of one or more of these classes. 


AccIbENT AND HEALTH INSURANCE 
Among the most important lines of insurance 
written by casualty and miscellaneous insurance 
companies are accident and health lines. In 
these the premium receipts probably reach $100,- 
F 000,000 per annum. The policy forms and rates 
are so diversified that the need and the purse 


' of almost any prospects can be suited with 


these forms of protection. 


WorKMEN’s COMPENSATION INSURANCE 


In many States, workmen’s compensation in- 
surance is now compulsory, and it is only a 


} question of the method by which it is to be sup- 


plied. The stock and mutual companies write 
close to $200,000,000 yearly of premiums for 


| this class of business; and it is so well-known 
among employers that, even where not com- 


pulsory, the agent can usually sell it without 
much difficulty. It has, to a considerable ex- 
tent, supplanted the old employers’ liability 
However, much of the lat- 


Liabitity INSURANCE 
In its various ramifications, liability insur- 
ance is still a very important line, notwithstand- 
ing the inroads made upon the employers’ 
liability business in recent years by the growth 
of workmen's compensation insurance. There 


; #€ so many forms of liability insurance that 
F alive agent can sell almost anybody some class 


thereof. A few which might be named are: 
Employers’; automobile; common carriers’: 
dentists’; elevator; general; land- 
lords’; physicians’, and public liability. Some 
companies have issued combination policies cov- 
a a of hazards which apply to 
we on such as water damage; glass 

ge; public liability; workmen's 


com- 
— burglary, and loss of rental value. 
premiums for liability insurance range 


around $100,000.000 annually. 


Burciary INSURANCE 


Under the above generic title, burglary, 


larceny, robbery, and hold-up indemnity are 
embraced, which may be covered under differ- 
ent forms and in different combinations. There 
ate also particular policies covering robbery of 
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paymasters and messengers, safes, etc. Almost 
every person has property in some form or 
other which he could not afford to lose, and 
the value of which should be insured against 
theft. Burglary insurance premiums amount to 
$20,000,000 annually, but it would seem that 
persistent work on the part of agents could 
much increase this amount, and _ incidentally 
their commissions. 


CuHecK ForGerY AND ALTERATION .INSURANCE 

A form of protection which has had con- 
siderable growth during the last two years cov- 
ers the insured against loss by check forgery 
or alteration. Such losses to banks or other 
depositors amount to a huge sum every year, 
but the rate for this new kind of protection is 
so relatively small that there will undoubtedly 


be an excellent market for it. 


FIDELITY AND SURETY 

Corporate suretyship has come to occupy so 
important a place in the business transactions 
of the country that the premiums for bonds of 
various classes now exceed $50,000,000 a year. 
Personal suretyship has been well nigh super- 
seded by corporate suretyship, but there are 
doubtless many instances in which a progressive 
agent may still induce employers or others to 
utilize the fidelity or surety bonds offered by in- 
surance companies. 


STEAM Borer INSURANCE 

While comparatively few insurance companies 
write steam boiler insurance, this branch seems 
susceptible of considerable growth, in harmony 
with the increase in industries and the con- 
stantly widening use for steam for heating, as 
well as for power. The value of steam-boiler 
insurance lies more in the safety afforded by 
the inspections made by the insurance companies, 
than in the mere indemnity for possible losses. 


Crepit INSURANCE 

Only a half dozen or so insurance companies 
are competing for the credit insurance of the 
country and the premiums for this class of 
business range from $4,000,000 to $5,000,000 
yearly, in the aggregate. In these times of busi- 
ness depression, it would seem that credit in- 
surance would with increasing 
among business houses. 


meet tavor 


PLaTE GLAss INSURANCE 

A considerable number of companies write 
more or less glass insurance, although the bulk 
of the $10,0co,000 of yearly premiums goes to 
a relatively few companies. This branch of in- 
surance is steadily growing in volume, as even 
in the small towns throughout the country the 
stores are now utilizing plate glass windows of 
considerable size to an increasing extent. 


Live Stock INSURANCE 
Live stock insurance, while much desired and 
needed, has been of slow growth in this coun- 
trv. There has always been an element of 
moral hazard in it which has to be overcome 
or avoided; nevertheless, some companies are 
now conducting the business upon an apparently 
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profitable basis, and there is room for a great 
increase in the volume of this class of protec- 
tion. 


AUTOMOBILE AND TEAMS Property DAMAGE 

One of the classes of automobile coverage 
which is largely written by casualty companies 
is automobile and teams property damage, in 
which line the premiums exceed $50,000,000 a 
year. With a constantly increasing number of 
automobiles in service, agents will be able to 


steadily augment their writings of this class. 


Group Disapitity INSURANCE 

A form of protection for which a consider- 
able market ought to exist in manufacturing 
centers, in particular, is group disability insur- 
ance. This provides for employees a substitute 
for wages lost during disability caused by sick- 
ness of any kind, or by non-occupational ac- 
cidents. It does not conflict with nor supplant 
workmen’s compensation insurance, which 
covers disability caused by occupational ac- 
cidents. 


Fry WHEEL, MACHINERY AND ENGINE BREAK- 
AGE INSURANCE 

Fly wheel, engine and machinery breakage 
insurance are steadily advancing in importance, 
and though they have not yet attained great 
dimensions, there is all the more room for im- 
provement in this respect. Agents located in 
manufacturing districts can no doubt increase 
their income by building up business along these 
lines. 


The Easiest Way 
(Continued from page 9) 


available after six or twelve months or were 
sold only in connection with life insurance. I 
believe in such insurance and carry such a pol- 
icy myself, not to displace the regular disability 
policies I have had for years but to supplement 
them in case of the remote possibility of perma- 
nent total disability. 

In the early days of this new plan, it was 
amusing to hear agents try to sell these policies 
in place of the regular policies in their own 
or competing companies—which only resulted 
in shaking public confidence. It is gratifying 
to note that all such companies now take partic- 
ular pains to explam the supplementary char- 
acter of such policies and the desirability of 
continuing in force the more temporary forms. 

It is the opinion of the writer that the sale 
of such contracts is a real benefit to the busi- 
ness at the present time, particularly since the 
companies selling them are adopting more 
scientific methods of rating the risk and build- 
ing reserves for the losses which will come in 
the distant future. 

Any legitimate effort to stabilize the great 
business of disability insurance is a step in the 
right direction; and the gradual elimination of 
purely speculative indemnities and “motor 
meter” claims will eventually result in the low- 
ering and standardization of premium rates; 
but it is not the “easiest way,” by any means. 
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ARE EASY TO SELL 


Protection Once Sought to Tide Over Emergencies Now Appeals to Property.} 


Owners as Permanent Safeguard 


By HARRY J. PARKER 


Assistant Secretary, Automobile Insurance Company 


We wish to bring again to your attention the 
subject of explosion and riot and civil com- 
motion insurance. 

At this time, a campaign for explosion and 
riot and civil commotion business should pro- 
duce unusually good results owing to certain 
changes in the schedule of rates which will tend 
to make the protection more salable to owners 
of dwellings and of mercantile and other non- 
manufacturing establishments. On the basis of 
these new rates, a frame dwelling can be writ- 
teri for full coverage explosion, both inherent 
and outside, as well as for riot and civil com- 
motion, including fire resulting therefrom, at 
an annual rate of 12'%4 cents with 50 per cent 
coinsurance clause attached. A _ reduction of 
25 per cent in the rate may be obtained by use 
of the 80 per cent coinsurance clause and 33 I-3 
per cent reduction is allowed for the 100 per 
cent coinsurance clause or full insurance to 
value. 


(Republished from The A2tna-izer) 


The new rates make this insurance very at- 
tractive on a three- or five-year basis. A three- 
year policy can be written at two and a half 
times the annual rate and a five-year policy 
takes a rate of four times the annual. In other 
words, this complete protection, following 
closely the exclusions in the standard fire in- 
surance policies, can be sold at a rate of 50 
cents for five years on frame dwellings, banks, 
churches, colleges, mercantile buildings, hos- 
pitals, hotels, libraries. office buildings, school- 
houses, State and municipal buildings, ware- 
houses (not connected with manufacturing 
plants) and numerous other risks as shown in 
our classification table. 

The simple explosion rate on these classes is 
5 cents per $100 per year, which also insures 
against the breakage of glass through outside 
explosions up to 10 per cent of the entire value 
of the building. We write not only property 
damage insurance, but also the other forms of 


insurance protection which follow along the 
same lines, such as—profits, rents, Commissions 
use and occupancy and common carriers’ legal 
liability. 

A new rate sheet has been published, copies 
of which may be obtained from branch offic 
and general agencies of the company anywher 
in the country, as well as from the home offic. 
It will be to your advantage to secure a Copy 
of the complete pamphlet giving general rule 
and rates applying to explosion, riot and ci 
commotion insurance together with  standar/ 
forms and clauses which are used in connection 
with this business. Equip yourself with this 
valuable and authentic information and you wil 
be in a position to increase materially your pre. 
mium income through the judicious solicitation 
of this business in your territory. All manner 
of risks are acceptable to this company; we 
have no prohibited list and we are prepared to 
write large lines on most classes. 











Manuals 





bility and Automobile Insurance 


THE SPECTATOR COMPANY is in a position to supply to Companies 
and Agents Manuals as follows: 


Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen's compensation and 


of Compensation, Lia: 


H. G. B. Alexander, President 


General Offices: 
CHICAGO, U.S. A. 


“The Company with a Continent of Friends’”’ 





CONTINENTAL CASUALTY CO. 


Canadian Head Office: 
TORONTO, CANADA 








liability insurance, the compilers have confined their labors to individual 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws it has been found feasible to compile a basis manual appli- 
cable to all States. Issued in loose leaf form. 


The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 


MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. 


New Jersey Manual of Compensation and Liability Insurance (January 
Ist, 1921.) 


Companies and Agents can also be supplied with Manual dealing with 
Automobile Liability Insurance, in three parts as follows: 


Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 
5 as —Supplement—Listing 1921 Models. 
—Rules for Writing Liability Property Damag¢ 
and Collision Insurance. 


se sé 


“é “ce 


—Differential Rate Sheets. a” 
Digest of Workmen’s Compensation Laws, Seventh Edition, 
December, 1920 


These Manuals are official and can be supplied in quantities to suit. 
For prices and further particulars, address 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
INSURANCE EXCHANGE 
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The protection is particularly sought after 
by financial institutions which desire to protect 
their funds against loss through such unfore- 
seen disasters as those we have mentioned in 
this and other articles on the explosion and riot 
and civil commotion hazards. 

Right away, while the subject is uppermost 
in your mind, go over your list of customers, 
and picking out those who do not carry this in- 
surance solicit them for either explosion or full 
cover explosion, riot, and civil commotion in- 
surance. 

There are certain times when explosion and 
riot and civil commotion protection is more 
sought after by property-owners than others. 
This was the case immediately preceding the 
coal strike, the textile strike and just prior to 
other periodic crises that have occurred in vari- 
ous localities throughout the country; yet more 
and more each year, we find that policies which 
have been written in anticipation of some partic- 
ular event are renewed and carried by the as- 
sured as permanent protection. On this basis, 
we believe, you can push the sale of this in- 
surance, 

We have not particularly stressed in this 
article the selling of explosion insurance to 
risks which have an inherent explosion hazard 
in their business, as this subject will be covered 
in detail in a later issue, but do not pass up an 
opportunity to write such a risk because of any 
lack of information concerning it. 

Manufacturers of coal tar dyes, chemical 
plants of various kinds, grain elevators, flour 
mills and other manufacturing establishments in 
which the dust hazard exists in greater or lesser 
degree, coal mines and a host of other industries 
have suffered explosion losses in the past and 
are susceptible to similar occurrences in the 
future. 

These classes of risks form an extremely 
fertile field for the production of a volume of 
explosion insurance, either with or without the 
riot and civil commotion cover. 


Vacation Time 

We are approaching that period of the year 
when most people take their vacations, which in 
many cases means a fishing trip or a trip by 
auto, boat or rail. All these journeys confront 
them with more or less hazard to which a great 
many of them are not exposed in their ordinary 
daily routine in and about their business. Many 
of these people realize or sense some danger on 
atrip of this kind, when it is almost impossible 
to convince them that they are exposed to any 
danger whatever during their regular daily 
life. Call upon these people. Point out to 
them the number of people killed by automo- 
biles during the year 1921, by railroad acci- 
dents, etc., and while we do not urge that you 
talk to them in a pessimistic tone, at the same 
time do not fail to impress upon them the neces- 
sity for protecting their income and their time 
while they are in pursuit of pleasure. 

This year especially, when possibly there 
will be fewer people who can afford to take 
Yacations than during the last four years, be- 
cause of the industrial depression, the health 
and accident solicitor is overlooking a good 
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opportunity if he fails to impress upon them 
the added danger of the loss of income at this 
particular time, for if he should be injured or 
taken ill on this vacation the loss is double, for 
he is‘ not only out the money he has expended 
for the pleasure, but also the amount necessary 
to defray the doctor’s bill and nurse’s bills, etc. 
So get on the job and interview every one of 
these fellows who has enough cash to take a 
vacation.—Federal Record. 


Burglary Insurance 


(Continued from page 15) 

ing entirely upon human or mechanical protec- 
tion has been generously distributed, together 
with official statistics showing the enormous 
losses sustained throughout the country. The 
insurance companies have met each step of the 
criminal in the use of advanced scientific meth- 
ods to accomplish his purpose by broadening 
the scope of the policies. 

It is the experience of companies writing 
these $20,000,000 of burglary insurance that 
this insurance, to a great measure, sold itself. 
The majority of agents and brokers must upon 
reflection admit that they have played but a 
small part in the production of this greatly in- 
creased burglary insurance income. This may 
be attributed to the sudden demand which 
sprang up during the past few years for this 
class of protection, due to the causes already 
outlined. It could not be expected in such a 
short period of time that agents and brokers 
could come to a full realization of the possibil- 
ities of burglary insurance and fully instruct 
themselves in the fine points of the business. 
The statement may be safely made that the 
average agent and broker has but a superficial 
knowledge of the details of burglary insurance. 
This fact is evidenced by the manner in which 
the business which is actually solicited is han- 
dled. It is only in instances where the business 
is intelligently solicited by the agent or broker 
having a clear and thorough understanding of 
policy forms and hazards involved that the 
amount of policy approximates the value of 
the property insured, which is exceedingly im- 
portant from the standpoint of production. 

The average amount of policies in the resi- 
dence line is one of the strongest proofs that 
burglary insurance has been purchased by the 
public rather than sold by the agent or broker. 

With the appreciation by the agent and broker 
that he has been indifferent and uninterested in 
the development of burglary insurance must 
come the realization that a class of business 
which, through the agency of sheer merit, can 
produce $20,000,000 in premiums in one year, 
must of necessity be in popular demand and 
represent a business proposition of most allur- 
ing possibilities. W5ith the seeds sown and the 
ground fertilized by an unprecedented wave of 
crime and advertising, it is but necessary that 
the agent and broker equip himself with a 
proper understanding of the business in order 
to reap the harvest. 

3urglary insurance is still in its infancy. 
It is practically virgin ground. 
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The intelligent co-operation of the agent and 
broker is essential to the fullest development 
of a business which is ready to yield untold 
sums in premiums and commission. 


Selling Use and Occupancy Insurance 
(Continued from page 7) 

financial record of the three North Brothers 

who ran the store was above reproach. 

Jake, the agent, did actually spruce up 
enough to introduce the “special” with a little 
bit of tact, and after the opening round of 
small talk the “special” settled down to busi- 
ness. 

“Mr. North, what was your net profit last 
year ?” 

“$40,000,” was the answer. 

“Did it ever occur to you that you ceuld in- 
sure your business against interruption by fire 
or disaster of any kind? You carry fire insur- 
ance, but if a fire occurred you would lose 
more than the damage by fire to the property. 
You would lose your profit of $40,000, and the 
use of your property for the time necessary 
to replace the building to its former condition. 
You would also—by the way, how many people 
would you keep on if you closed up because of 
fire?” 

“About three, I think,” said North, with a 
little thought. 

“What would their salaries be for a year?” 

“About $5,000.” 

“What do you spend for taxes, interest on 
capital invested, cost of light and heat, and of 
watchmen charges ?” 

“About $5,000 more,” said North. 

“Well then, if you were closed up because 
of fire for a year, you would stand to lose a 
total of about $50,000. Why don’t you insure 


” 


this money: 

“Why! Can you do that?” asked North. 
“What kind of insurance do you call that?” 

“It is called use and occupancy insurance, but 
it is not a new kind, by any means. It has been 
sold for many years, but is not so well under- 
stood as some of the other lines.” 

North looked pleased and said, “Well, that 
seems pretty good to me. Let me call in my 
brother Will.” : 

Will came in and the whole story had to be 
gone over again, and when the two brothers 
were giving each other the “high sign,” that 
it looked like a good proposition, the special 
had a chance to look at the agent. Amazement, 
utter gratification and disbelief were chasing 
themselves over his face. 

On the way back to the office with a $50,000 
use and occupancy policy safely sold, the agent 
wanted the special to tackle the newspaper 
office, the drug store and almost every store 
on Main street. 

“Can’t do it, Jake; I’m sorry, I’ve got to hie 
myself to the station. Here is a letter giving 
you the details of this line of insurance, here 
is a pamphlet that may help you interest pros- 
pects. If you want a supply send to the office. 
Keep what I have told you in mind and you 
won't have any trouble selling the newspaper 
office.” So long, Jake.” 

“T'll do it—and thanks,” said Jake. 





THE SPECTATOR Thurscay 

































Automobile and Accident and 
Teams Insurance. Health Insurance. 
A \HE Commonwealth Casualty Company specializes on two , 
lines of casualty insurance. The service that it is able to 


give on these important lines is not surpassed by any com- 
pany. The Commonwealth has enjoyed a long and prosperous 


career and is the oldest company of its kind in Philadelphia. 


COMMONWEALTH CASUALTY COMPANY 


Philadelphia Pennsylvania 

















































As the American Eagle signifies the strength of our national 
government, so the Eagle of the Insurance Company of North Amer- 
ica, wherever it appears, represents the financial strength behind the 
“North America” policy of Insurance. 





The Eagle is a reminder to you that since 1792 the “North America” has con- 
tinued to indemnify its policyholders. Today its position is stronger than ever 
before. 


Insurance is protection. “North America” is protection with the whole weight 
of our Nation’s history behind it and doubly safe. 


Your client will appreciate that. 


INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA 
“America’s Oldest Fire and Marine Insurance Company” 


CAPITAL $5,000,000 FOUNDED 1792 
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Developing the Special Lines 
(Continued from page 16) 
ynities derive a splendid profit in cultivating 
munities 


the class. ; ; edne 
Riot and civil commotion: This is intended 


to cover insured against physical loss to prop- 
erty which may occur through acts of rioters, 
mbs or strikers and is usually sold where large 
involved; but the live agent wiil 
not overlook local disturbances which may at 
any time develop a local field for this form of 
indemnity. ; : 

Explosion : Policies issued for this class 
cover against direct loss to property by ex- 
plosion whether originating on premises of in- 
sured or elsewhere, whether from accidental 


interests are 


or malicious causes, including processes of work 
and material, excluding only explosion originat- 
ing on insured’s premises in steam boilers, by 
wheels, engines and machinery connected there- 
with. There are many plants and risks where 
explosion insurance is readily salable. 

Sprinkler leakage: Accidental discharge of 
water from sprinkler systems is chiefly caused 
by frost, excessive water pressure, slipping or 
breaking of belts, settling of foundation, poor 
workmanship in installation, etc., and practi- 
ally all risks equipped with automatic sprin- 
klers require insurance covering against loss or 
damage due to such accidental discharge of 
water from sprinkler systems including tanks. 
Use and occupancy: Use and occupancy 
insurance, covering loss of net profits includ- 
ing fixed charges and expenses which must of 
necessity be continued during period of disrup- 
tion caused by hazards insured against, is one 
of the most important forms of insurance and 
may be written to cover separately fire and 
lightning, tornado, sprinkler leakage, riot, civil 
commotion, explosion, etc. It is readily salable 
to all successful merchants and manufacturers 
as well as owners and operators of hotels, cold 
storage plants, warehouses, mining plants and 
many other industries. 

Rents and rental value: When damage to 
occupied property rendering it untenantable 
results in loss of rental income to the owner 
of such property, such loss may be covered by 
“tent insurance” separately against the hazards 
of fire and lightning, tornado, sprinkler leak- 
ke, riot, civil commotion, explosion, ete. If 
uch property or part thereof is occupied by 
the owner who may be obliged to secure other 
quarters during the period of forced vacancy 
{ premises rendered untenantable, the esti- 
mated amount of rent which would be paid for 
wch other quarters represents an insurable 
itterest and is known as “rental value insur- 
ae,” Both insurance against loss of rents 
ad rental value is salable to owners of practi- 
ally all rented property and obviously repre- 
“its a form of indemnity which may be devel- 
fed into an important source of income. 

Recently we had an opportunity to observe 
al agency where a card system was kept re- 
ording forms of insurance written for each 
‘sured and indicating other classes which 
‘ould properly be solicited from such account ; 
and a “follow up” system, consistently main- 
‘aned. Splendid results not only in the devel- 
‘ment of the side lines but in strengthening 
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their position with important risks have been 
obtained at that agency through this method. 

The leading companies specializing in these 
various forms of insurance have issued from 
time to time useful pamphlets describing each 
class of business written, giving details as to 
forms, rates, commissions and suggestions as 
to solicitation. These companies also employ 
experts familiar with these various lines and 
are prepared to advise in arranging special 
forms and rates for particular cases and agents 
interested in these special classes may well look 
forward to increased income and accomplish- 
ments. 

Tourist’s Baggage Insurance 
(Continued from page 17) 
train wrecks will happen and the baggage car, 
being a buffer for the passenger cars, is nearly 
always destroyed. 

The agent should take opportune times to 
push a line of this sort. The moment he hears 
of an accident involving damage to baggage he 
should seize the opportunity to press that line. 
Just for instance: in the city of Syracuse only 
a few days ago, a Pullman train dashed into a 
flooded cut and the passengers were rescued 
from their berths with great difficulty. Practi- 
cally all of them were unable to save any of 
their personal effects and were obliged to hire 
taxicabs to the nearest hotel and the next day 
replenish their wardrobes. This one instance 
should be sufficient excuse for every agent in 
central New York and adjacent territory to sell 
any quantity of tourist-baggage policies. 

The tourist-baggage policy is an excellent 
means of gaining entrée to prospective clients. 
No one travels so much as not to be subject 
to flattery on the subject. An astute agent 
should be able to play on this fact to his own 
great profit. Furthermore, he could often use 
this means to gain the acquaintance of a good 
prospect for other larger lines. 

The agent out to sell tourist-baggage insur- 
ance should look upon himself as doing a real 
service. Few people realize the advantages of 
this sort of cover, but many would be glad to 
hear of it. It simply requires enterprise and 
push on the part of the agent to run this line 
into a money producer for his office. A good 
start is all that is needed to show the truth 
of this statement. 








A Mountain of Gold 
(Continued from page 14) 

vince the general insurance solicitor that he 
could make bond solicitation a profitable side 
line. Profitable side lines might also include 
shoe shining and stamp collecting. Our pur- 
pose is to point out that bonds lie in his direct 
line of business. If a mountain of gold were 
reported discovered in Patagonia by the 
plesiosaurus hunters the man in the street would 
be skeptical. Even if its existence were estab- 
lished beyond a reasonable doubt that man 
would be thought eminently sane who refused 
to shut up shop in order to go down and get 
his hunk. But if an insurance solicitor neg- 
lected to pick up a row of double eagles lying 
in his path, his friends would take him to an 
alienist for examination if they ever found it 
out. It requires nothing but a quick eye and 
a deep knee-bend to pick up a gold eagle. And 
you need know nothing about gold mining in 
order to recognize coin of the Republic. 


Some Hail Insurance Facts 
(Continued from page 11) 
insistent in seeing that such farmers carry hail 
insurance with some reputable company as they 
are in checking up the fire insurance policies 
of their debtors who are engaged in mercantile 
pursuits. 

Hail insurance is practically all written dur- 
ing a period of ninety days in the agricultural 
sections of the country, so agents must be active 
and alive to their opportunities if they expect 
to get their share of the business. Companies 
employ special agents to organize their hail 
agency plants and assist the local agents in so- 
liciting business. In addition, large quantities 
of attractive advertising matter is furnished 
agents for distribution among their prospective 
hail clients, so the service rendered by compa- 
nies to hail agents is not excelled by any other 
branch of the fire business. In spite of the as- 
sistance rendered by the companies, a large vol- 
ume of hail business can only be secured by per- 
sonal solicitation and the “go-getter” among 
agents is always the top-notch hail producer. 

Any agency which is located in territory 
where crops are grown is overlooking an op- 
portunity to add to its income and prestige in 
the community, if it neglects the hail business. 
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SOME FIRE, CASUALTY AND MISCELLANEOUS INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK 
FIRE AND MARINE VOLUME $15; LIFE, CASUALTY AND MISCELLANEOUS VOLUME $15; THE SET $25 





Fire and Marine Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection $2.50 
Agent’s Key to Fire Insurance 3.50 
Building Construction as Applied to Fire Insurance 1.50 
Condensed Chemical Dictionary 5.30 
Crane’s Expiration Registers 6.50 up 
Distribution by States of Fire Insurance 10.00 
Fire Insurance Agent and His Agency 1.00 
Fire Insurance Inspection and Underwriting 5.00 
Fire Insurance Law Chart 3.00 
Fire Insurance Laws, Taxes and Fees 15.00 


Fire Insurance Pocket Index 5 
Fire Prevention and Protection 


Fire Underwriters’ Rating Bureau Map 3.00 
Fire Underwriting Profit and Loss Tables .10 
Hand Book for Fire Insurance Agents 1.50 
Marine Insurance Chart .50 
Mutual Fire Insurance Fallacies 10 
Operation of 80% Average Clause .06 
Quick Pro Rata Premium Table 50 
Ready Reckoner for Earned and Unearned Premiums 7.50 
Ready Reference Ledger 5.00 
Reports of Fire Insurance Companies 5.00 
Semmann’s Fire Insurance Cancellation Tables 2.00 
Special Agents’ and Adjusters’ Handbook 2.00 
Special Agents’ Electrical Handbook 1.00 
Stock vs. Mutual Insurance .10 
Underwriters at Lloyds, London .10 
Universal Manual of Fire Insurance Cancellations 3.00 
Weakness of Mutual Fire Insurance 10 
Where Fire Insurance Dividends Come From 10 





Casualty and Miscellaneous Insurance Publications 


Accident Insurance Manual 
Adjusters’ Manual for the Settlement of Accident and Health 


Claims 8.00 
Benefits Under Accident Policies 50 
Causes of Disability 10.00 
Classification of Occupations for Accident and Health Insurance 1.50 
Claims Arising from Results of Personal Injuries 3.50 
Daily Casualties—an accident leaflet 10 


Defying Fate—an accident leaflet 10 
Digest of Workmen’s Compensation Law in the United States _ 5.00 


Handy Chart of Casualty and other Miscellaneous Insurance 


Companies in America 15 
Health and Life Insurance Tables 10.00 
Industrial Claim Adjuster, The 1.00 
Investigators’ and Adjusters’ Hand Book 2.50 
Liability Investigators’ Hand Book 1.50 
Manual of Fidelity Insurance and Corporate Suretyship 2.00 
Method of Deducing Liability Rates 1.00 
Practice of Insurance Against Accidents and Employer’ Liability 9.50 
Pocket Register of Accident Insurance 5 
Principles of Surety Underwriting 3.50 
Selection of Risks by the Casualty Solicitor 50 
Social Insurance, by I. M. Rubinow 4.20 
Something is Always Happening—an accident leaflet 10 
Standard Accident Table, A 1.50 


Tables of Comparative Benefits of Various Compensation Laws 1.00 


This May Happen‘to You 5 
Thousand and One Hints to Industrial Agents 1.50 
Underwriting and Investment Profits and Losses 10 


Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for new complete Catalogue of Insurance Publications with descriptive circular of books listed above 





BUILDING CONSTRUCTION 
AS APPLIED TO FIRE INSURANCE 
By Cuarves C. DoMINGE 
Also 


INSPECTING FOR FIRE 
INSURANCE PURPOSES 


By Watrter O. LIncoLn 
PRICES: 
In Paper Cover, $1.00 
In Substantial Cloth Binding $1.50 











WHEN IT IS PUBLISHED BY 
THE SPECTATOR COMPANY 
IT IS 


THE STANDARD WORK 
ON THE SUBJECT 





TWO GOOD SELLERS: 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 
By C. C. DomincE and W. O. LincoLn 


Price $5.00 


THE AGENT’S KEY TO FIRE INSURANCE 


By Rosert P. BarBour 
Price $3.50 
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AUTOMOBILE INSURANCE 


FIRE, THEFT, TRANSPORTATION 
COLLISION AND PROPERTY DAMAGE 


Are the Classes We Cover 








Annual Statement, January 1, 1922 


ASSETS 
Themenh Wie GTR OR... oc sks och in ee eh ewe wee es $307,300.00 
ee eer ee ree ere 6,559,500 . 00 
Government, City Railroad and other Bonds and Stocks. 29,585,360.20 
a ere 2,044,131 .33 


Premiums in Course of Collection............... 7,752,610.87 
I I ihe can a Le ok dedi paco th Ge AA OR 301,423.57 
Due on Account of Reinsurance Loss Account.......... 02,247 .40 


$46,652,573 .38 


LIABILITIES 
a re es eee See ee ee reer es $700,000 . 00 
ee ee aoe eee Tene ac ee Soe eee eee ee 12,939,689 . 34 
ee aes 17,887,912 .10 
Losses in Course of Adjuctment.......... .. s.0ssveces 6,447,596 .00 
Commissions and Other Items....................00.- 5,217,375 .94 
Reserves for Taxes and Depreciation.................+. 3,460,000 . 00 


$46,652,573 .38 
SURPLUS TO POLICYHOLDERS, $13,639,689.34 
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GLOBE & RUTGERS FIRE INSURANCE CO. 
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118 WILLIAM STREET NEW YORK CITY 
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TOTAL ASSETS - %17,125,599.64 
LIABILITIES = -_~—s*d2,8 27,427.35 
NETSORPLUS = - 5,298,172.29 
SURPLUS TO POLICYHOLDERS - 7,298,172.29 
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